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Sell What Your Trade Wants 
and You’ll Never Want for Trade 


Thousands of barn owners everywhere are familiar with the advan- 
tages of the NATIONAL No. 88 Adjustable Storm-Proof Barn 


Door Hanger. ‘Thousands more are being informed monthly. 
















Where is this formidable host buying—at your store? They will be 
if you stock and display the NATIONAL Line. 


To assiduously dig up new prospects is part of NATIONAL service 
to NATIONAL dealers. To supply you direct with the finest line 
of builders and garage hardware made is another—and a most im- 
portant consideration because it enables you to buy at factory prices, 
sell at a more attractive price level, and take a more substantial profit 
on each sale. It further means prompt shipment as specified without 
substitution. At NATIONAL all mail orders are shipped the same 
day they are received. , 





Why not get acquainted with our line? The National No. 88 Door 
Hanger illustrated embodies many patented features. It is one of 
the finest made and incidentally one of the most popular. Full de- 
scription will be found in our complete catalog. 














— Write for a Copy Today and Look the Line Over. jee 
You Have Everything to Gain and Nothing to Lose. 








National Mfg. Company 


STERLING ILLINOIS 
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EDITORIAL COMMENT 


THE ADVANCE SALES OF BUSINESS 


UCCESSFUL merchandising is built on 

a foundation of advance sales in which 

merchandise has little or no part. The 

stock involved comprises courtesy, hon- 

esty, personality, character and service. The 

price obtained is the greatest of mercantile as- 
sets—reputation. 

Character and reputation are as different as 
day and night. Character is based upon what 
we are; reputation on what people think we are. 
A man may be of exemplary character, but if 
he fails to reflect it in the minds of his fellows, 
his reputation may be far from good. 

The first sale a merchant must make, is the 
sale of himself, or rather his personality, to 
those on whose patronage he depends. The value 
which this sale establishes is price-marked in 
plain figures. It becomes public property. It 
stamps him as either a progressive or a back 
number; an honest man or a crook; a community 
asset or a community liability. The results of 
this first sale make or mar his future. 

Not only must a merchant sell himself to the 
public, but he must likewise sell himself to his 
employees. In this sale he barters kindness for 
love, fair dealing for loyalty, knowledge for 
confidence, intelligent understanding and whole- 
some discipline for respect and co-operation. 

The value of a merchant in the estimation of 
his employees is never a fixed one. It rises or 
declines steadily from the basis of first impres- 
sions and very rarely changes its course. As 


his value grows, service expands; as it declines, 
service diminishes. 





But it is not sufficient for a merchant to sell 
himself to the public and to his employees. He 
must go further and sell his store to his trade. 
Often his personal reputation is of high order, 
while the reputation of his store is far below 
par. 

The sale of a store to a community includes 
the sale of every working unit in that store. It 
includes the employees and the system under 
which they work; the fixtures and the service; 
the atmosphere of welcome it carries; the com- 
fort it extends and the actual help it furnishes. 
Even the smiles, the courteous words of thanks 
and the good-bys are factors in this sale. 

Patronage depends more upon service than 
upon stock. The personnel of the sales force is 
of more importance than the merchandise car- 
ried. The helpful knowledge displayed by the 
man behind the counter is the customer’s cri- 
terion of store value. 

Until these advance sales are successfully 
made there can be no heavy outgo of mer- 
chandise. They represent the successive steps 
which lead to profit. Not one of them is the 
result of luck or accident, yet each has a direct 
bearing on the merchant’s success or failure. 

Reputation can make or break the man of 
business. It puts him up as a target for love 
or hate, respect or contempt, prominence or 
passive indifference. Fight as he may, he must 
accept its rewards and pay its penalties. , 

Your business depends upon your reputation. 
Your reputation depends upon how well you 
sell yourself and your store to your community. 
The ground work of merchandising is self. 
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Wheeled vehicles are always popular with the children, and here is an assortment 
which is calculated to please any and all of them 


UCH has been said in 
M HARDWARE AGE about the 

desirability of a hardware 
store selling toys. More has been 
said about the live hardware mer- 
chants who have found toys sur- 
prisingly profitable. But J. B. 
Swinney, manager of the Winches- 
ter store in New York City, says 
that the toy business has opened 
his eyes in several respects. 

“Not only is there a most satis- 
factory margin of profit, but toys 
offer a new method of obtaining fu- 
ture hardware customers, as well 
as creating greater good will. The 
younger generation associates its 
toys with the place from which they 
came. Consequently, the article 
sold must have merit and be safe, 
solid and dependable in order to 
make the proper impression. A 
youngster soon forgets a toy he can 
take apart or destroy, but he re- 
members, with a great deal of sat- 
isfaction, some gift he has been able 
to give hard abuse, at the same time 
deriving the maximum amount of 
pleasure from its possession. The 
little red wagon, which nearly 
everyone had when a boy, can never 
be forgotten. It was as big a fac- 
tor in a man’s life as any other in- 
fluence which’ surrounded his 
earliest days. Forty-nine out of 50 


men can tell you to-day where that 
little wagon was purchased.” 
“Consequently, we feature quality 


x99 


toys and not ‘gimcracks,’” says Mr. 
Swinney. ‘We want buyers to get 
something substantial, which not 
only gives pleasure and satisfaction 
but brings the buyer back for other 
merchandise. In this day the 
youngster’s demands are harder to 
satisfy than they were a few years 
ago. Therefore, a dealer must carry 
toys which have kept pace with the 





Here are some of the boats carried by the New York Winchester store. 
always find the boat-loving boy in this corner 
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Present and Future Hardware Profits in Toys 


The Reasons for Handling 
Juvenile Equipment— 
Expanding Toy Lines to 

Meet the Needs of the 
Twentieth Century Child 
—Health, Pleasure and 
Education the Three 
Points to Be Considered 


times. Hardware dealers have 
always sold bicycles, velocipedes, 
tool chests and wagons. What rea- 
son can be advanced against ex- 
panding toy lines to meet the needs 
of the present generation? Surely, 
increased profit alone would be 
sufficient reason!” 


A wide field opens up through 
which a hardware dealer can bring 
trade to his store. Mr. Swinney 
lays great stress on the value 
of good merchandise to young cus- 
tomers, and believes the best way 
to make the impression is in selling 
good toys. It is desirable to sell 
toys that will bring the customers 
back to the store for items of hard- 
ware. In other words, the success- 
ful dealer sells, not for the present 
alone, but also the future. A 
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Another thing this store plays up is the electric railway. 





Here is a railroad outfit 


de luxe which should appeal to any boy 


velocipede leads to a bicycle; a small 
tool set to a carpenter’s chest and 
a wireless outfit to countless sup- 
plies. If the dealer can once cre- 
ate an interest in his young cus- 
tomers, the field for realizing profit 
and securing patronage is unlim- 
ited. 


Health, Pleasure and Education 


Toys may be roughly divided into 
these three classes. Any toy which 
combines these is particularly de- 
sirable. Construction sets and ar- 
ticles of like nature train young 
minds to creative ways and afford 
pleasure in the doing. Moving pic- 
ture machines, steam toys, wireless 
outfits, boat building sets, chemical 
outfits, electrical and mechanical 
toys afford education at an impres- 
sionable age. Wagons and other 
wheel toys are invaluable as health 
builders. 

The windows on the Forty-second 
Street side of the Winchester New 
York store featured toys during the 
recent Christmas buying. One win- 
dow made up of wheel goods, such 
as velocipedes, bicycles, wagons, 
scootets, etc., sold out the entire 
stock of those articles in two days. 
Every few days the windows were 
changed, showing an entirely dif- 
ferent class of goods. The interest 
shown by pedestrians was remark- 
able, and one of the most surpris- 
ing things was the number of 
grown-up people who stopped and 
looked at the windows. The win- 
dows always contained some item 
which would appeal to the grown 
person in a practical way and thus 


impression that other 
in the store was de- 


created the 
merchandise 
sirable. 


Instructive Toys Featured 


Signs placed at conspicuous 
places direct one to the toy room, 
which occupies over one-half of the 
basement floor. Here the toys are 
arranged in classes. One space is 
given over to mechanical toys, elec- 
trical trains, motors and wireless out- 
fits. Another space has been set aside 
for wheel toys and close by are shown 
the sleds, skates, snowshoes and 
hockey sticks. Attention has been 
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directed to steam toys, as well as 
to sets in which wagons, boats, en- 
gines and other toys are construct- 
ed from blue-prints. The necessary 
parts to be used in construction are 
supplied at the time of purchase or as 
the work progresses. A large elec- 
trical train occupies the center of 


the room and naturally attracts 
everyone to it. There are washing 
machines, dolls and other things 


to please the girls. 

Mr. Swinney states, “Every indi- 
cation points to the fact that more 
toys will be sold than anyone antici- 
pated and that means profits will be 
greater. Also many customers will 
be gained for regular stock items 
through the sale of toys.” 


Buchanan Tries Toys 


Miss Eleanor Porter of the Bu- 
chanan Hardware Co., Richfield 
Springs, N. Y., paid a visit to New 
York before Christmas and was 
much surprised to see how much 
business hardware dealers were do- 
ing in toys. She hardly believed 
that toys could be sold by her firm, 
but, however, bought a sample line 
as trial. This is what she writes, 
in part: “When I returned I found 
the toys all unpacked and ready for 
display. They make a fine collec- 
tion and are proving to be interest- 
ing to the youngsters. The trains 
and boats are receiving the most 
attention. We have some of each 
in our display window, and just a 
few minutes ago there was a solid 
bank of boys outside the window, 
with a goodly representation in the 
store.” 





And here’s a general display shown at Christmas time. 


Everything missing from 
the other illustrations may be found here 


































































ECEMBER is past and gone 
D and the half-way mark of 
January has well-nigh been 
reached. Winter is upon us and 
holds the country in his snowy grip, 
but before sixty days have elapsed 
the signs of spring will be manifest- 
ing themselves on every hand. The 
streams will lose their icy armor; 
the snow will fade from the country- 
side and the roads will once more 
become open to traffic. 

With the coming of spring the mo- 
torist will once more roll his car from 
the garage and will proceed to give it 
a general overhauling. As is always 
the case he will find out more about 
his car than he ever dreamed existed. 
He will recall the fact that there are 
a number of accessories that he has 
always desired, and in all probability 
he will decide to purchase a few. He 
will have all the necessary repairs 
made, and when everything has been 
taken care of he will proceed to in- 
spect his tires. 


Tires Will Be Needed 


If he followed in the steps of the 
majority of motorists during the 
1921 season he will find that he is 
decidedly in need of tires. This 
being the case he will proceed to have 
some new ones placed upon the 
wheels of his car and will also see 
that the carrier is decorated with a 
spare. Where will he purchase these 
tires? 

The majority of hardware mer- 
chants throughout the country carry 
more or less complete lines of auto- 
mobile accessories. They have been 
tried and have not been found want- 
ing. They constitute a highly profit- 
able line and they make for a rapid 
turnover as well. The days of experi- 
mentation in auto accessories have 
passed and they are now included as 
staples. Motorists are to be found 
in every section of the country and 
they are always in need of something 
for their cars. Tires are absolutely 
essential to the car, and unless they 
are reliable the pleasure of touring 
is reduced to a decided extent. Why 
not carry them? 

The hardware merchant is an ideal 
channel for the distribution of tires. 
He is usually one of the central, es- 


HARDWARE AGE 


Featuring Tires in the Hardware Store 


A Few Practical Suggestions for the Hardware 
Merchants Who Are Considering the Advis- 
ability of Catering to the Motorist 


tablished figures of the community, 
and the fact that he handles an 
article is usually sufficient guarantee 
as to its worth and reliability. 


Carrying a Single Line 


One often hears the argument 
raised as to whether or not a mer- 
chant should confine himself to a 
single line of tires. Opinions differ 
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While on the subject of stocking 
it would be well to say a word regard- 
ing the keeping of stock records. 
Too often a motorist drops into a 
store in search of a tire only to be 
told that the size he desires is out of 
stock. Right there he decides to go 
elsewhere where he can be accommo- 
dated. It is an easy matter to keep 
an accurate record of the condition 


30 x 31% Clincher Minimum stock, 20 

- _— cs Suleiman — 
Name Cost Date Ord’r’'d Rec’d Sold Stock 
nionbabailiaccii — 
“Blank Cord” $15.00 Jan. 1025 ; 

Jan, 25 25 50 
Feb. 2 : 5 45 
Feb 6 15 80. 





A ona of this une tells you the eoniitten of your tire anit at a glance 


as to this and practically every man 
has a different answer. Many have 
found, however, that they obtained 
excellent results by carrying two 
lines, one a high-priced line and the 
other somewhat lower in price. It is 
a peculiar fact, but some motorists 
have a pet aversion to a certain tire 
and cannot be induced to purchase it, 
hence the value of two lines. Care 
should be used in stocking and the 
hardware merchant should regulate 
the sizes carried according to the de- 
mands of the community. It would 
be worse than foolish for a store lo- 
cated in a district in which Fords 
were the principal means of convey- 
ance to stock up on giant truck pneu- 
matics. 

In a medium-sized community it 
is an easy matter for the hardware 
merchant to know every car in the 
locality. In larger towns he can reg- 
ulate his purchases by getting in 
touch with the registration authori- 
ties and compiling an up-to-date 
index as to the cars and their tire 
requirements. 


of the tire stock so that the merchant 
need never have to say, “We haven’t 
it in stock.” 

One of the simplest methods we 
know of and one used to a consider- 
able extent is shown herewith. A 
card is made out for every size of 
tire in stock. It is ruled with parallel 
lines and is also ruled vertically. In 
the upper left-hand corner is found 
the size of the tire, and in the upper 
right-hand corner is the minimum 
number of this size to be carried in 
stock. The column at the left con- 
tains the name of the tire. Next 
comes a column headed “Cost” in 
which is shown the cost of the indi- 
vidual tire of that brand. The next 
records dates. The next column con- 
tains the entries of tires ordered and 
is followed by those received. The 
two last columns are given over to 
the number of tires sold and the num- 
ber in stock. 


How It Works 


Let us suppose that the size of the 
tire in question is a 30 x 3% clincher 
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type. And also let us imagine that 
the minimum number of this size to 
be carried in stock is twenty. An 
inventory of stock is taken and it is 
found that there are twenty-five tires 
of this size in stock. Accordingly, 
on Jan. 10 an order for twenty-five 
tires of this size is sent to the “Blank 
Tire & Rubber Co.” The date on 
which the order is sent is recorded in 
the third column and the number or- 
dered, in this case twenty-five, is put 
in the next column. The name of 
the tire ordered is inserted in the 
first column and the price of the indi- 
vidual tire is placed in the second. 
The order is received on Jan. 25 
and accordingly the date is entered 
in the third column and the number 
of tires received in the fifth column. 
This brings the total number in stock 
up to fifty and accordingly it is en- 
tered in the column headed “Stock,” 
which is the last to the right. On 
Feb. 2 five tires are sold. The date is 
entered and the number sold is put 
down in next to the last column. 
This leaves forty-five remaining in 
stock, and so that number is put 
down in the last column. On Feb. 6 
fifteen tires are sold and the entries 
are accordingly made. This brings 
the number in stock down to thirty, 
and if the merchant thinks he is 
nearing the danger line he reorders. 
The value of this system is that 
the merchant can check up his stock, 
number of tires sold and money re- 
ceived at a glance. He can ascertain 


Death of F. Alexander Witte 


F. Alexander Witte, president of the 
Witte Hardware Company of St. Louis, 
Mo., died Tuesday, Dec. 27, at his resi- 
dence in that city at the age of fifty- 
four years. Mr. Witte was born in 
St. Louis Oct. 2, 1868. He received his 
early education in the public schools 
and afterwards attended Smith Acade- 
my of this city, later on was sent to 
Germany and graduated in 1885 from 
the Real Gymnasium of Oldenburg. 
Upon his return to St. Louis Mr. Witte 
entered the employ of his uncle, O. H. 
Witte, who was head of the Witte 
Hardware Company, which concern 
was founded in 1849 by Schmieding & 
Wulfing. Mr. Witte’s father, Frederick 
A. Witte, was a clerk in this establish- 
ment and later became a partner when 
the firm’s name was changed to F. E. 
Schmieding & Co. 

Frederick A. Witte and his brother, 
O. H. Witte, in 1873 succeeded the above 
firm under the name F. A. Witte & Co. 
Frederick A. Witte passed away in 
1880 when the Witte Hardware Com- 
pany was incorporated with O. H. 
Witte, as president and Ernest Witte, 
his brother, as vice-president. O. H. 
Witte, president since 1880, died on 
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the condition of his stock by looking 
at the lowest figure in the last column 
to the right. He can check up the 
number of tires sold by adding up 
the figures in the “Sold” column. He 
can total his receipts by multiplying 
the figures in the sold column by the 
price of the individual tire. If more 
than one brand is carried and has 
been sold, the card will also show 
this. 

The man who waits for the busi- 
ness to come to him may make money 
in the long run, but he will make it 
much quicker if he will only go out 
after it. 


Getting Business 


The man handling tires will find it 
worth his while to go and get it. The 
tire dealers do it, so why not the 
hardware merchants? The wide- 
awake merchant can note the condi- 
tion of the tires on the cars that stop 
at his door, and call the attention of 
their owners to the fact that they 
need tires and that he carries them. 
If they do not stop he can get the car 
numbers and drop them a postal card 
or a circular letter to that effect. 
He can get a salesman who knows 
tires to offer practical advice in re- 
gard to alignment, proper care, etc. 
Above all things advertise and adver- 
tise consistently. Once you have the 
tires in your store do not put them 
away in a dark corner. Keep them 
out where they will be seen and take 
particular pains to see that they are 





Feb. 3, 1919, and was succeeded by F. 
Alexander Witte as president, his 
brother, O. W. Witte, becoming first 
vice-president. The other officers were: 
M. L. Witte, second vice-president, 
Walter Schulz, treasurer, and O. A. 
Staude, secretary. 

F. Alexander Witte was active in 
many clubs and associations, and in 
support of music, art and civic enter- 
prises. Was a member of the Missouri 
Athletic Association, Chamber of Com- 
merce, Missouri Historical Society, St. 
Louis Symphony Orchestra, Traffic 
Club, St. Louis Art League and the St. 
Louis Zoological Society, and was also 
a director of the United States Bank. 
He is survived by his wife, his mother, 
Mrs. Cornelia Kuhlman and a sister, 
Mrs. Cornelia Schmidt. 


A Correction 


The New York office of E. C. Stearns 
& Co., Syracuse, N. Y., will be located 
at 150-152 Chambers St., and not on 
Vesey St., as was previously announced. 





David Monroe Kitselman, vice-presi- 
dent, Indiana Steel & Wire Co., Muncie, 
Ind., died recently following an attack 
of pneumonia. 
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seen. Keep your tires racked and if 
you want them to catch the eye, paint 
the racks a brilliant orange or scar- 
let. They will be seen, no doubt of 
it. A good idea in racking tires is 
to put your new stock behind the old 
and keep pushing the tires forward 
as they are sold. In this way you 
will find that none of them will re- 
main in stock for too long a period. 


Display Suggestions 


And last of all comes display. 
You’ll never know what you can do 
in the way of displaying tires until 
you have tried it. If you are at all 
handy with the brush, make up some 
screens of beaver board, stencil them 
with ornamental designs, and use 
them for backgrounds. You will be 
surprised at the effect produced. 
Sprigs of foliage, flowers in season, 
ribbons and a host of other items 
lend themselves attractively to the 
display of tires. 

The question of displaying tires, 
however, is a separate subject in 
itself and will be discussed more 
fully in the near future. In the mean- 
time consider the fact that spring 
will be here within a comparatively 
short period of time. Motorists will 
soon be on the road once more. Tires 
were not purchased heavily in 1921 
and cars cannot be run on bare rims. 
This being the case, tires will be pur- 
chased during 1922. Other hardware 
merchants will sell them and will 
profit thereby. How about yourself? 


Lyford With Winchester 


G. D. Lyford has turned over his re- 
tail hardware business, the Lyford 
Hardware & Sporting Goods Co., Tor- 
rington, Conn., to his assistants and 
has accepted a position with the Win- 
chester Co., New Haven, Conn. He 
will have charge of the Winchester re- 
tail stores. Mr. Lyford is well known 
in the East, being the president of the 
New England Winchester Club and a 
former representative of the Boston 
Woven Hose & Rubber Co., Boston. At 
one time he was sales manager of the 
Union Hardware Co., Torrington, 
Conn., and was also in charge of the 
sporting goods department of the Sim- 
mons Hardware Co., St. Louis, Mo. 


Metropolitan Ass’n Banquet 


H. J. Kaltenborn, assisting managing 
editor of the Brooklyn Daily Eagle, 
will be the principal speaker at the 
Metropolitan Hardware Association 
Banquet to be held at the Hotel Com- 
modore, Forty-second Street, and Lex- 
ington Avenue, New York City, at 
seven-thirty p. m., Jan. 18. Mr. Kal- 
tenborn has traveled extensively and 
is an experienced public speaker. 
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And—I Didn’t Want to Buy a Thing 


The New Hardware Silieenien Mistakes the Personal 
Friend of His Employer for a Casual Customer 
and Succeeds in Selling Him Something 


Parker’s Hardware Store on 

my way uptown, not to buy 
anything, but just to pass the time 
of day with old Bill Parker, an 
old pal of mine. Of course, if I 
want anything I buy it, but that’s 
not very often. A few weeks ago 
I dropped in, as usual, and a new 
salesman was on the job and he 


E ta few weeks I drop into 





GOOD AFTERNOON, ' 





—a new salesman was on the job 


came right up to me and said, 
“Good afternoon, sir. Is there any- 
thing I can do for you?” 

He sort of took me by surprise, 
because all the old salesmen there 
knew I just came in to see Bill, 
and they never tried to sell me any- 
thing. I said, “No; I’m one of the 
boss’s friends, and I just dropped 
in to shake hands with him.” 

“He’ll be glad to see you, I’m 
sure,” said this young man, “but 
he’s busy right this minute. Let 
me show you something pretty in 
the way of a display while you 
wait. I’ve just set up something 
that looks so good I want to show 
it to somebody.” 


Arousing the Interest 


Naturally when he moved over to 
the center of the floor I trailed 
after him. You can’t help follow- 
ing in such a case. He showed me 
where he had set up a display board 
covered with files, all arranged in 
geometric designs, and I have to 
admit that in a mechanical way it 
really was a pretty thing, and I 
have just enough love of mechan- 
ics to enjoy seeing a thing as well 
designed as that. 

“Isn’t that a clever display?” he 


By FRANK FARRINGTON 


asked. “Look at the variety of 
files there, practically every kind 
of file anyone would want. Of 
course, you’re not a machinist, but 
every now and then you use a file, 
and, if you were looking for one, 
wouldn’t you think that would be 
the very place to find it? Take rat- 
tail files, for instance. Have you 
a good rat-tail file in the house, 
or is there a good one in your auto- 
mobile tool kit?” 

I told him I never had had occa- 
sion to use one around the car yet. 

“That’s probable enough,” he re- 
plied. “One often goes for a long 
time without such a tool, only to 
need it very badly some day. Just 
a little while ago I was out with 
a friend in his car and a spark plug 
went wrong. He had an extra set 
with him, new ones he’d never used, 
and he put one in and found the 
little connection that goes over the 
top of the plug was too small. The 
ring wouldn’t go over the tip of the 
plug, and a rat-tail file was just 
the thing to rim it out—you couldn’t 
do it very well with anything else— 
and he had the file in his tool kit. 


The First Sale 

“Say,” I said, “I’m going to take 
one of those. It’s only a week ago 
I needed just that very thing to 
make the holes a little larger in 
some kitchen utensils that wouldn’t 
quite go over the nails we wanted 
to hang them on.” 

And I didn’t want a thing when 
I went into the store. 

Well, not many days after that 
I dropped into Parker’s again. This 
time I didn’t expect this new sales- 
man—Herring was his name—to 
pay any special attention to- me. 
The other fellows didn’t. But Her- 
ring wasn’t built that way. He’d 
learned my name by that time and, 
instead of a mere nod of recogni- 
tion, such as I expected, he met me 
with a “Good afternoon, Mr. Far- 
rington. Have you had to use that 
file yet?” 

I told him I had used it to drill a 
hole through the handle of a broom 





I wanted to hang up in the garage. 

He laughed and said, “I knew 
you’d find a use for it, because I 
figured that you were ingenious 
enough, but I didn’t think of that 
use. You ought to have an inex- 
pensive drill that would do for such 
jobs as you can handle yourself. 
Here’s a handy tool,” and he 
reached up and took a long, slim 
box from the shelf. “This handy 
little automatic drill with eight 
drill points of different sizes in 
this little wood box inclosed will 
drill holes in anything not too hard 
and you can throw away the old 
gimlet. 


Sale Number Two 


“That’s just what I’ve been look- 
ing for,” I said; “only I didn’t know 
it. I’m just going to buy one of 
those.” 

And I hadn’t thought there was 
a thing in the store I needed. 

I was beginning to see that this 
young Herring was a real salesman, 
not a mere hardware clerk, and 
when I went into the store next 
time I looked for him to bob up 
and sell me something, but he 








—isn’t that a clever display? 


wasn’t in sight and I got off with- 
out a purchase, but the time after 
that he was putting a lot of ham- 
mers and hatchets and axes into 
the window, and, when I came in, 
he greeted me, “Hello, Mr. Farring- 
ton. Want your money back on 
that automatic drill yet?” 

I told him I was satisfied yet and 
it seemed to be good for pretty 
nearly every kind of a job except 
pounding my thumb, and I was still 
doing that with my hammer. 

He laughed and asked me, “Do 
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you want to know why you pound 
your thumb with the hammer?” 

“Because I don’t hit the nail 
squarely,” I answered. 

“That’s part of the answer, but 
the reason you don’t hit the nail 
squarely is probably because that 
old hammer of yours has the edges 
rounded off so you have to strike 
the head of the nail squarely or 
you miss fire. I'll tell you what I’ll 
do,” and Herring got out of the 
window, hammer in hand. “You 
take this hammer home with you. 
It’s a dandy, balanced just right, 
good-sized head and striking sur- 
face. Try this driving a few nails 
and then try that old one of yours, 
and if you don’t like this enough 
better and find it saves your thumbs 
enough to be worth paying one- 
fifty for it, bring it back.” 

I knew he was right. The old 
hammer had chips off all around, 
but I’d never thought as it made 
any difference. I took him up and 
I have ever since been glad I did. 

So the next time I went in when 
Herring was there he said, “How’d 
do, Mr. Farrington? Let me have 
a look at your left thumb. I want 
to see if you have been pounding 





—I had used it to drill a hole in a broom 
handl 


it any with that new hammer.” 
Kind of a foxy way of getting me 
interested, wasn’t it? I said, “I 
suppose if you found my thumb 
pounded up, you’d have something 
to sell that would cure it, wouldn’t 
you?” 

“Well, I don’t know about that,” 
he replied. “We’d probably be 
willing to treat the thumb free to 
save a damage suit. What I really 
look for is for you to be back after 
another hammer and say somebody 
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stole that new one. If any of your 
neighbors see it, they’ll probably 
take it, so I advise you to keep it 
locked up in your tool chest.” 

The next time I called in at Park- 
er’s there was something I wanted, 
but I’m not sure that made any 
great difference. I went in to get 
a little part my wife told me to get 
for a meat chopper we use a good 
deal. I showed Herring the broken 
part and asked him for a new part 
like it. 

He looked at the broken part and 
said, “I think we have that. We 
don’t carry that make of chopper 
any more because they proved un- 
satisfactory. We sold lots of parts 
but not many choppers. The kind 
we have now we sell lots of chop- 
pers but no parts. The machines 
don’t break down. Take a look at 
this machine here.” 

He showed me where one was set 
up and he left me examining it 
while he went for the new part. 
After a few minutes he came back 
and said, “We haven’t a part like 
that, but we can get you one by 
mail in three days and it will cost 
you 45 cents. A chopper like this 
one you’re looking at would cost 
you $3 and no new parts to be 
bought as long as you use it to cut 
up food. I think I am safe in say- 
ing that at the price you paid for 
that old chopper, you will not be 
out much considering the use you 
have had of it, if you scrap it and 
get a chopper that will do the work 
quicker, better, easier and for years 
longer. Will you let me do this, 
send one up to the house and show 
your wife how it works, leave it 
there a week, and then come and 
get it and refund your money if 
you are not satisfied and rather 
keep it than fix up the old ma- 
chine?” 

I don’t generally like to buy 
things on approval unless I fully 
expect to keep them. I’m always 
afraid there would be trouble if I 
took them back. But I took up 
Herring on his offer and we liked 
the machine fine, but at the end of 
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the week I thought I’d try him out. 
I went in for the purpose. 

“Well, I suppose you’ve come to 
tell me that that chopper works so 
well you think you ought to pay 
me a little bonus for putting you 
wise to it,” was Herring’s greeting. 

“No,” said I, “I’ve come to say 
that we guess we won’t keep it. 
The wife doesn’t seem to like it as 





—you pound your thumb 


well as the old one, so if you’ll get 
a new part for the old one, we'll 
bring back this one.” 

There was no crestfallen look on 
Herring’s face. He smiled as 
usual. “All right, Mr. Farrington,” 
he agreed. “Your wife is the one 
to be suited. No question about that. 
But you keep the new one and use 
it while we are getting that part. 
Then you won’t be without any in 
the meantime. 

I claim that in that way Herring 
capped the climax of his selling 
demonstrations with me. He had 
proved he could sell when I did not 
go in to buy, and now he had 
proved that he could take a defeat 
just as gracefully as he took vic- 
tory. Then I told him I was only 
kidding him, and that his chopper 
sale had gone over 100 per cent. 

A few weeks ago I dropped into 
the store and missed Herring, so I 
asked Parker about him. “Her- 
ring’s gone,” he answered. “Got a 
job as manager in a big city hard- 
ware store. They pay him more 
than I can afford. Yes, he was a 
good man, but he pestered me a lot 
with new ideas. Funny, too—he 
sold more stuff than the rest of the 
bunch all together.” 

Now when I visit that store— 
and it isn’t often—nobody stops me 
on my way to Parker’s office. 
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Putting Book Dollars in the Cash Register 


The Simmons Hardware Company Has Evolved a Series 
of Worth While Collection Letters Which Invariably 
Bring Results Without Offending the Recipient 


register dollars is one of the 

constant problems of the hard- 
ware man. Ability to collect money 
due is a test which many fail to 
pass. A good collector is a big as- 
set in keeping a business on a pay- 
ing basis. 

Gone are the days when the 
threatening collection letter meant 
much. To tell a man you will sue 
him unless he pays means very lit- 
tle. If he allows his account to get 
so far in arrears that a suit seems 
to be the only way to collect, it is 
likely that he is non-collectible and 
that a suit will realize next to 
nothing. 


EE peictene-d book dollars to cash 


April 28, 1921, 
Mr. John Blank, 
Petersburg, W. Va. 


Dear Sir: 

This is a collection letter— 
but not the kind of collection let- 
ter that says “Please Remit” and 
leaves ill-feeling behind it. 

We have learned from experi- 
ence that 90 per cent of all trouble 
starts with a misunderstanding. 
If we can correct this, there is 
no trouble at all. 

You owe us $170.00, part of it 
bought last January. 

We know you haven’t paid up 
promptly, but we don’t know 
WHY, so we want you to tell us 
what is wrong. If it is a mis- 
understanding on our part put 
us right. We will come more 
than half way for you any time, 
but you surely do owe it to your- 
self and to us to explain. 

If there is nothing wrong, then 
you owe it to yourself and to us 
to pay up to the terms under 
which you bought our goods. 
That is just good sense and fair 
business, now isn’t it? 

Yours sincerely, 
THE Simmons Hpwe. Co. 
F. D. Segur, 
Asst. Treas. 











Anyway, a merchant does not 
want to collect his accounts in 
court. He prefers to collect them In 
the usual manner—it costs less 
money and means less waste of 
time. But sometimes collection ef- 
forts carried along regular lines re- 





May 11, 1921, 
Mr. John Blank, 
Petersburg, W. Va. 
Dear Sir: 

Now, honest, what did you do 
with my letter of the 28th of 
April? Did you read it, or did 
you file it in the waste basket? 

If I were to walk into the store 
this minute and say “How do you 
do, Mr, Blank,” you would answer 
me, wouldn’t you? That is cour- 
tesy. But my poor old letter 
never did get an answer; why 
not? 

If it is unhandy to write, just 
fix up a check. I’ll understand 
and you won’t have to say a word. 
The amount is $170.00. 

Respectfully yours, 
THE SIMMONS HpweE. Co. 
F. D. Segur, 
Asst. Treas. 








sult in too little real money being 
received. 


Good Collection Letters Are Rare 


The collection letter is the usual 
way to get in past due money. But 
there are collection letters and col- 
lection letters—more bad _ ones, 
probably, than there are good ones. 
The good collection letter is some- 
thing of a rarity. 

Through the courtesy of F. D. 
Segur, assistant treasurer of the 
Simmons Hardware Co., we are per- 
mitted to reproduce one of the most 
telling collection letters we have 
seen. It has “brought home the 
bacon,” and that is the final test of 
the correctness of any business 
practice. This letter has been used 
in all sorts of cases and its pro- 
ductivity has been little less than 
remarkable. 


Notice that it has a friendly 
spirit. There is nothing about it 
that will drive the customer away 
from the house. It appeals to his 
sense of fitness, and puts it up to 
him to do the rightful, manly thing. 
There is nothing of the stereotyped 
“‘we-need-the-money” talk in this 
letter. It hits straight from the 
shoulder, and it has made such a 
fine record that it can be recom- 
mended to anyone who is looking 
for a collection letter that really 
collects. 

This letter is sure to be read. It 
won’t be glanced at and thrown 
away. It will get attention, and 
favorable attention. 

Many hardware stores are going 
over to the cash discount plan, but 
for some this practice is impossible. 
The city store can follow such a 





June 10, 1921. 
Mr. John Blank, 
Petersburg, W. Va. 
Dear Sir: 

What would you think if you 
spoke to an old friend of yours 
on the street and he passed you 
by? 

Wouldn’t you be just a little 
bit disappointed in him, and just 
a little hurt? He might not 
mean it, he may have been busy 
or thinking of something else, but 
that won’t help your feelings at 
the time, will it? That’s the way 
I feel about you. 

I wrote you last month asking 
for a remittance against your 
past due account and you passed 
me by; not intentionally, per- 
haps, but you did it, so now you 
ought to make amends by speak- 
ing to me. 

A check for $170.00 will square 
everything and make me forget 
what you didn’t do before. 

Respectfully yours, 
THE SIMMONS HWE. Co. 
¥. Dd. sp 


Asst. Treas. 
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plan and do it easily, but the smaller 
store, dealing to a considerable ex- 
tent with the farmer, will find it 
next to impossible to enforce a cash 
rule. The farmer cannot pay until 
he realizes on his stock or his crops, 
and book accounts are as necessary 
a feature of the business as any 
other element of service. But is 
it not important to keep these book 
accounts down to as low a point 
as possible, and to collect money 
promptly when it is due? 


Agreements Should be Made 


One of the weaknesses of burden- 
some credit risks is the failure of 
the merchant to enforce an under- 
standing as to when the account is 
to be paid. The customer opens a 
charge account and it remains an 
open account for years. It should 
be definitely agreed upon when the 
goods are bought as to when they 
are to be paid for. If it is thirty 
days, the merchant should crowd 


Decatur & Hopkins Co. 


The Decatur & Hopkins Co., Boston, 
hardware jobbers, on the evening of 
Dec. 30 held its annual get-together 
dinner at Young’s Hotel, Boston, more 
than fifty members of the firm and male 
employees attending. Austin H. De- 
catur, president of the firm, as well as 
president of the National Hardware 
Jobbers’ Association, presided. The 
guests of the evening were Isaac Black, 
sales manager Russell & Erwin Mfg. 
Co., New Britain, Conn., and president 


of the American Manufacturers’ As- 
sociation, and Gerard Frazar, New 
England editor HARDWARE AGE. Mr. 


Decatur introduced D. J. Coffey as 
toastmaster. 

Mr. Coffey first introduced Arthur 
Jackson, New Haven, Conn., who spoke 
on what the firm’s new building will 
mean to the employees. George A. 
Perry, formerly on the road for the 
firm, and now assistant sales manager, 
spoke on the need of co-operation of the 
outside and inside men; George Whit- 
man confined himself to his first ex- 
periences as a salesman, and Rosco 
Chesley spoke on the outlook for 1922 
business in poultry supplies. Mr. Fra- 
zar touched on his experiences in col- 
lecting hardware news. 

J. H. Jones, secretary Decatur & 
Hopkins Co., gave a brief sketch of 
the firm’s growth. The original firm 
was founded in 1846 by Thomas Flint 
and Samuel Carter as Flint & Carter. 
Subsequently the firm became known as 
the Samuel Carter Co.; Carter, Strat- 
ton & Co.; Stratton, Orton & Corey; 
Stratton, Corey & Co.; Corey, Brooks & 
Co.; Henry Brooks & Co.; Brooks, Bald- 
win & Robbins; and, in 1894, Baldwin, 
Robbins & Co., A. H. Decatur and W. 
A. Hopkins being admitted to partner- 
ship in that year. The present firm 
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for a settlement at the end of that 
period. If it is ninety days, then 
the books should be balanced at 
that time. Definite periods should 
be fixed and the understanding 
should be lived up to without ex- 
ception, save in unusual cases. 

It is probable that the net profit 
you make on one dollar’s worth of 
hardware is not over 5 cents. Sup- 
pose you charge that one dollar and 
then carry it on the books for a 
year. You have given the man the 
use of the money he ought to pay 
6 per cent for, and you have lost 
one cent on the deal. 


Prompt Invoices 


Prompt invoices are a feature of 
a good collection system. State- 
ments should be in the mail on the 
first of the month, and it should be 
understood that errors must be cor- 
rected at once and that a settle- 
ment is expected at a certain date. 

The discount plan is a fine way 


has succeeded Baldwin, Robbins & Co. 


Mr. Hopkins gave a brief history of 
the land on which the firm’s new build- 
ing is to be erected this year. Mr. 
Black gave a splendid talk on oppor- 
tunity, especially as it related to De- 
catur & Hopkins Co. employees. He 
said he knew of no business that de- 
manded so thorough a knowledge of so 
much detail as the hardware, and he 
feels that any young man who can mas- 
ter any one or more branches of the 
jobbing hardware business is qualified 
to fill high positions offered in such 
firms. Opportunity, he said, may come 
to anybody, but, in his judgment, one 
had to go after it. 


Harmon & Dixon Luncheon 


The employees of Harmon & Dixon, 
117 Chambers Street, New York City, 
distributors of builders’ hardware, held 
a New Year’s luncheon Dec. 31, 1921, 
at the offices of the company. William 
Benz presided. The speakers were Miss 
James, R. C. Woodworth and George 
W. Eadie. 


The Hamilton Novelty Co., Hamilton, 
Ohio, was recently visited by a disas- 
trous fire, which caused a loss of ap- 
proximately $10,000. Ten thousand 
toy dolls were destroyed in the fire. J. 
Bertman, manager of the company, 
states that the plant will be reopened 
as soon as a suitable site can be se- 
cured. 


The Joykrafters Company, Cincin- 
nati, Ohio, newly organized for the pur- 
pose of manufacturing toys, have taken 
a lease on 3000 square feet of space in 
the property of the Newman Manufac- 
turing Co., 416 Elm Street, Cincinnati. 









65 


of keeping collections up to the 
mark. Even 2 per cent is an induce- 
ment to a creditor to pay his bill 
by a certain date. The savings will 
be worth something to him, while 
it will be worth the discount to you 
to have your money to use without 
too long a delay. The discount rule 
should not be expanded. If the 
amount may be taken off by paying 
on or before the tenth no discount 
should be allowed if the customer 
comes in to pay on the eleventh. 
If you start to shift the date ahead 
there will be no stopping place. The 
rule, once made, should be rigidly 
adhered to and all customers should 
be treated alike. 

But, of course, the big collection 
problem is to get the money in when 
it is past due, and the right collec- 
tion letter must bear the brunt of 
this job . Besides the model letter 
which is submitted here, others are 
given. They are worth trying be- 
cause they will produce results. 


Cincinnati Paint Club Meets 


The members of the Cincinnati Paint, 
Oil and Varnish Club held a dinner and 
illustrated lecture at the Chamber of 
Commerce on Dec. 31, 200 members be- 
ing present. Joseph Hummel, Jr., 
president of the club, presided, and Jo- 
seph D. Engelbert, Joel Kennedy and 
Edward Bolce were the speakers. After 
dinner the members adjourned to Ex- 
change Hall, where they viewed a mov- 
ing picture designed to teach points of 
salesmanship in the selling of oils, 
paints and varnish. 


Michigan Convention Program 


Michigan, long known for the excel- 
lence of its state convention and the 
size of its exhibit, will have a larger 
exhibit this year than ever before. Sec- 
retary A. J. Scott states it has been 
necessary to arrange for additional 
space to care for the manufacturers 
and jobbers who want to show hard- 
ware lines at Grand Rapids, Feb. 7 
to 10. 

The program is being rapidly 
rounded into shape and promises to be 
of great interest. An effort has been 
made to secure as many short talks 
by Michigan dealers as possible, thus 
insuring a practical turn to the pro- 
grams. Among the subjects and speak- 
ers assigned are the following: 

“The Hardware Dealer and His 
Banker,” E. J. Foster, Grass Lake; 
“Buying,” W. S. Felton, Engadine; 
“Sales Promotion,” L. B. Gee, White- 
hall; “Turnover,” A. L. Kommers, 
Anitego; “Auto Accessories as a Pro- 
fitable Line,” A. H. Nichols, Detroit; 
“He Can Who Thinks He Can,” Fred 
C. Richter, Traverse City; and “Sell- 
ing, Advertising, Displaying,’ Samuel 
A. Davis. 
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Why Not Sell More Household Hardware? 


Inventory Time Is Upon Us and It Behooves the 


Hardware Merchant to See That His Stock of 
Kitchen Utensils Is Thoroughly Up-to-Date 


OW at inventory time, the fact 
| \ that pots, pans and kettles 

are perhaps not moving along 
as fast as they should is brought 
home to many small town merchants 
in hardware and housefurnishing 
lines. 

Many a hardware man in the 
small town has for years catered 
to the farmer, the blacksmith and 
the carpenter; perhaps he does not 
stop to consider the significant fact 
that each year a large number of 
men leave the farms and move into 
the towns to take positions in the 
local factories, stores or mills. 
Also each year frequently sees 
new industries spring up in many 
a community, and new families come 
to make their homes in his town. 
These are important facts for the 
hardware man to consider. 

The custom of handling the pay 
envelope seems to go hand in hand 
with factory employment; it may 


be thus because the man’s time is 
too much occupied for thoughts of 
shopping, or he finds it inconveni- 
ent to carry much money during the 
week in his work clothes. Be that 
as it may, the fact remains that 
more women carry the household 
purse than is realized or taken into 


consideration, especially in the 
small towns. 
Moving Means Buying 
Then, in these days, we must 


give our thought to the principle 
of shifting population; to-day our 
customer is here and to-morrow he 
is gone. This does not altogether 
work to our disadvantage, however. 
Whenever a change of residence is 
made, the temptation comes to 
throw away some of the old, bat- 
tered kitchenware and replace it 
with new and shining utensils. 
Nothing delights the domestic 
woman more than a new cooking 


dish or a collection of them, in just 
the right size, shape and color. 

Here is where the hardware mer- 
chant needs helpful advice in some 
instances, as many an inventory be- 
tokens an unwise selection of this 
or that item in household hard- 
ware. We don’t want any of these 
shelf-warmers in our store, but 
despite all we can do, most of us 
must honestly and candidly confess 
that they get by our guard occa- 
sionally. 

The articles we really want to 
have in our stores are those things 
which every woman wants and 
which every home needs. 

In former years many a mer- 
chant loaded his shelves with anti- 
quated egg beaters; with gem pans 
too large or too shallow; with dish 
pans which seemed to weigh a ton; 
with agateware basins without 
smooth bottums which invariably 
burned the contents on the side 

















W. A. Covell &€ Son, Waterloo, Iowa, has evolved a decidedly practical yet attractive window display of household hardware. 


There are mighty few housewives who could pass this window without feeling the impulse to investigate 
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nearest the ZrOOves ; with loaf tins 
either too large or too small, and 
so on through a long list of unsuit- 
able utensils. 


An Apt Suggestion 


By way of a little suggestion 
which we hope may not be taken 
amiss at this time, why not let this 
same hardware merchant consult 
the one who presides over his own 
immaculate kitchen at home? For 
instance—“Mary, how do you like 
these things which I brought you 
from the store yesterday; you 
know you have been asking me to 
bring those basins, the medium- 
sized saucepan and those two mix- 
ing bowls for some time and I gen- 
erally forgot it until yesterday?” 

If Mary is a meek and loving 
wife she may spare his feelings, 
but if she has pondered these 
things long in her heart, and par- 
ticularly if she be of the “piece of 
my mind” variety, let Mr. Hard- 
ware Man pass swiftly to the ga- 
rage or barn or some other place of 
safety before she unburdens her- 
self of her thoughts. 

Naturally, this does not apply to 
all hardware stores everywhere, 
and above all it doesn’t apply to 
such a condition as may exist in 
the household utensil department of 
your store. But, good folks, there 


are such stores on the map which 


Hash, hamburger steak, dressing and many other dishes which appear on our tables must first go through the food chopper. 
Albert W. Krupp, Toledo, Ohio, has effectively suggested this fact in this interestin 


fill this bill to a tee. This hard- 
ware man in question should be due 
for a good lining out on the subject 
of why the women in his town fail 
to come into his store to relieve his 
shelves of some of their dusty 
household accumulations. 

Mr. X of Dustyville, can have a 
remedy for such a sad condition of 
affairs if he will but consider and 
put into effect this means to the 
end. 

Let Your Wife Help You 


Next time he receives an ad- 
vance post card from the salesman 
representing one of these household 
utensil companies—enamel or alum- 
inum ware, if you please, let him 
arrange for his wife to be present 
at the time of said call, and to- 
gether they can make out the order. 
Perhaps our good hardware lady 
may speak a few words to the sales- 
man, to the effect that in many 
cases it would be a good thing for 
the manufacturer to have an exact 
description and measurement of his 
utensils in the catalog, but this is 
only a side issue. 

The order has been placed and 
the newly selected goods have ar- 
rived and been put on sale, and now 
perhaps our hardware housewife will 
receive her satisfaction upon at- 
tending a “shower” for some young 
bride. 


display 


Here she finds that the conversa- 
tion is turning to the question of 
home furnishings and kitchen uten- 
sils, cooking, baking and cleaning. 
One young matron inquired where 
this wonderfully convenient and 
attractive sized basin could be 
bought. 

She had no more than put the 
question when her neighbor, who 
has been industriously knitting and 
apparently heedless of the conver- 
sation remarked: “Why, you just 
ought to see that display down at 
the ———— hardware store. He has 
the most wonderful line of new 
kitchen things and I want to tell 
you girls ve 

She got this far when she was 
interrupted by one of the later ar- 
rivals who had just come in. 

“Well, you don’t mean to say that 
you can actually get anything as 
good-looking as that snow-white 
enamel ware at that ———— hard- 
ware store. I haven’t been in there 
for weeks and the last time I was 
there I made up my mind I would 
never go again, such dust and dirt 
and such a funny looking lot of 
kitchen things—good night.” 

Here the first speaker chimed in 
again, and I am sure our hardware 
lady is much more pleased with 
what she hears now. 

“Now, girls, just wait a minute and 
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let me tell you what I found out. I 
used to think just as you did; it 
just seemed as though that hard- 
ware store was made and run for 
men and for the things that men 
buy in such stores, but lately a 
great change has taken place. 

“I shouldn’t be at all surprised 
if Mr. has taken his wife 
into partnership to the extent of 
letting her help pick out what we 
like to see in our own kitchens. 

“Honestly, there is a perfectly 
dandy lot of kitchen things down 
there now. 


The Effect of New Stock 


“Right there in the center of the 
store was a table of the new kitchen 
ware. There wasn’t a single piece 
of that old, gloomy ware which we 
used to see in that store. Here 
were just the right sizes of basins, 
pans and kettles, with covers to 
match. I remember some colanders 
which I thought were so handy for 
washing vegetables and for drain- 
ing potatoes and macaroni; there 
were little brown and white pot- 
tery dishes in several sizes, and 
you just ought to see the aluminum 
muffin pans that I saw. Those la- 
test loose bottom cake tins made a 
big hit with me, too—I mean that 
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square kind so handy for the cakes 
we make for church suppers, picnics 
and socials.” 

“How I wished right then that I 
could afford to replace every worn 
and dented piece in my kitchen with 
some new ones from this bright 
and cheerful assortment there on 
that table.” 

“Then there was baking glass, 
too, but I have raved enough—let 
Mrs. Jordon tell you about the beau- 
tiful casserole she bought at this 
same store. Ed and I were over 
at the Jordon’s the other evening 
and I just had to ask her if she got 
that perfectly good-looking casser- 
role in town, and I wasn’t a lot sur- 
prised when she told me that she 
brought it at hardware store.” 

“T think it’s great to have a place 
right in town where we can get 
these fine new things we see adver- 
tised in the magazines and as for me, 
I like to trade in town when I can, 
anyhow.” 

“You all want to go in and look 
at this kitchenware display while 
it’s out there on that big table, and 
while you’re there don’t fail to take 
a look at that gorgeous white en- 
amel-finished kitchen cabinet; how 
I wish I had waited for mine a 
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couple of years instead of buying 
one when we did.” 

If we can imagine the good hard- 
ware wife Mary sitting in as an un- 
seen guest at this little party, we 
will surely forgive her for the sat- 
isfied expression which steals across 
her face as she listens to the nice 
things. 


The Moral of This Story 


Perhaps there is a certain sense 
of solidity lacking in this little 
story, but there does seem to be a 
real moral connected with it. 

If at inventory time we find that 
we have not been as wise as we 
might in selecting various items of 
household hardware, will it not be 
sound judgment to inquire as to the 
why and wherefore of this condi- 
tion, for we do not want it repeated 
in 1922? 

Can we not glean a happy thought 
from our hardware friend, Mr. X of 
Dustyville, when he pursued that 
policy of seeking housewifely ad- 
vice and attained such splendid re- 
sults? 

Let’s try to make the household 
stock of our hardware stores so at- 
tractive that many new women 
customers will want to come to call 
on us during the new year. 


Profits to Be Found in Re-Hardwaring Homes 


The Replacing of Worn Out or Obsolete Articles of Builders’ Hard- 
ware Presents an Excellent Field to the Progressive Merchant 


ERE’S more news about the 

“Re-hardware” campaign, a 
good story from a_ middle-west 
dealer. 


“This re-hardware idea is tak- 
ing hold here in great shape. I 
appointed one of my best boys to 
the position of ‘re-hardware ex- 
pert,’ and the way he jumped at 
the chance would do your heart 
good. Just for an opener he 
selected three of our standard 
escutcheon plates and three knobs, 
and started out on a little house 
to house canvass of his own. He 
put these sets right on the old 
doors just above the old hardware 
and made the old stuff look sick. 
You should have seen the expres- 
sion on the faces of his prospects. 
Why he said there never was such 
easy business! He came back so 
full of pep that you would think he 
owned the store.” 


By T. J. RAy 
The Peck, Stow € Wilcox Co. 


“That’s worth trying,” we would 
say and that’s just the kind of 
“hunches” we want you to send us 
so we can spread them broadcast, 
and give other dealers the benefit of 
your experience while we’re helping 
you. 

Do These Things Now 

Here are some good things for you 
to do now: 

(a) Appoint one of your men to the 
position of re-hardware expert. 
Give him charge of this cam- 
paign and put it up to him to 
“make good.” 

Check over your stock and he 
sure that everything is in ship- 
shape to get into this new field 
on the right basis. Not too 
large an assortment, but good 
salable items only. 

Arrange displays of these spe- 
cial items in the front of your 
store along with your re-hard- 


(c) 


ware signs. Concentrate on a 
few designs. Don’t scatter your 
efforts. 


(d) Get every clerk in your store 
interested in this campaign. 
Don’t let a single customer get 
away without knowing some- 
thing about the re-hardware 
idea, 
A special window display will 
help immensely right at this 
time. 
Use your local papers, that’s the 
way to get a good start. Have 
some printed matter of your 
own made up. Get it into your 
statement envelopes and other 
direct mail matter. 

(g) Then don’t wait for business to 
come in, but get out after it. 
Start a house to house canvass. 
Call on business men, too; there 
are big opportunities in stores, 
business blocks and factories 


(e) 


(f) 
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Hardware Millmery Makes Unique Display 


The Strater Hardware Co., Mansfield, Ohio, Arouses 
Consumer Interest at Local Style Show by Means 
of Attractive Hats Made from Hardware 


ANY and devious are the uses 
of hardware. From _ the 
darkest pits of the deepest 

mines to the intricate mechanism of 
the modern airplane, which soars 
into the ethereal altitudes of the 
eternal skies, hardware is as essen- 
tial to man as the food that sustains 
him or the cloth- 


milliner in the photograph that is re- 
produced on this page. You may also 
judge of his ability as a reporter 
from his description that follows. If 
his accuracy as a _ bookkeeper is 
proportionate to his other two talents 
we would have little hesitancy in en- 
trusting our accounts to his care. 


ceived the idea of making women’s 
hats entirely out of hardware. I had 
to use a needle and thread, of course, 
but the frames of the hats were 
fashioned out of material found in 
the store. 

“After I had my hats made I had 
to think of a way to display them. I 
could think of no 
more logical way 





ing that covers 
him, for without 
hardware there 
would be little 
food or clothing 
or civilization. 
Hardware, 
above everything 
else, is practical. 
It is, therefore, 
somewhat of a re- 
freshing surprise 
to find it rising 
above utility into 
the realms of 
beauty by lending 
charm to the 
grace of fair 
women in the 
form of millinery. 
E. O. Schmunk 
of the Strater 
Hardware Co., 
Mansfield, Ohio, is 
the latest contrib- 
utor to the mod- 





MILLINERY 
Haroware 





than to have a 
millinery shop. I 
borrowed a dress- 
ingtableand 
bench from a fur- 
niture store. This 
with the aid of a 
little cheese cloth 
and sateen for 
curtains and drap- 
eries completed 
my shop. 

“The hat at the 
extreme left of 
the window is 
made of chamois 
skins and is 
trimmed with lead 
sinkers. Behind 
it is a pearl wire 
creation with Am- 
azon jar rubber 
trimming. The 
dome - shaped ef- 
fect in the left 








ern creative art 
of hardware milli- E. O. 
nery designing. 

Twice each year the Retail Merch- 
ants’ Association of Mansfield or- 
ganizes and produces a style show. 
This show offers many of the 
merchants of Mansfield an oppor- 
tunity to display their goods in un- 
usual ways. It also taxes the inge- 
nuity and skill of the display men 
with the result that many excep- 
tional displays are created for the 
edification and pleasure of the resi- 
dents of Mansfield. 

The story of how the Strater 
Hardware Co. came to display milli- 
nery is both interesting and instruc- 
tive. Mr. Schmunk has been kind 
enough to give us his own account of 
it.::-He is afraid he would make a 
poor reporter, stating, “I can’t be 
a reporter and a milliner and a book- 
keeper, and do justice to all three.” 

You may observe his talent as a 


All of the hats she 


»0n are made of articles taken from the firm’s regular stock 
was responsible for this novel display 


Schmunk 


“Recently the Retail Merchants’ 
Association decided to rent a large 
dance hall at one of the Mansfield 
parks, so that all members of the 
association could take part in the 
style show. 

“Around the outside of the hall 
the various booths were located, and 
then a boardwark was built out on 
the dance floor where living models 
displayed the latest fashions each eve- 
ning. 

“Quite a few of the merchants 
had nothing to display that a model 
could wear. We were one of that 
number. Mr. Strater wanted to dis- 
play an electric washer, but that did 
not appeal to me as a thing I would 
like to pay my money to go and see. 

“After talking the matter over at 
some length, he decided to leave the 
booth entirely to me. I then con- 


foreground 
is made of strands 
of a 10-ounce mop 
with iron washer trimmings. In the 
center background is a sombrero 
effect, made of sandpaper and dec- 
orated with lead sinkers and fishing 
flies; behind it is a silk hat, made of 
a stove pipe collar and cap. The hat 
upon the wax figure is made of 
chamois skin and is trimmed with 
two red and green fishing corks. The 
hat in front with the scalloped edges 
is made of toilet paper trimmed with 
flowers cut from garnet paper. 
Slightly below is a creation made 
from green screen wire’and the rav- 
elled strands of a mop. Reposing 
upon the hat box upon the floor is a 
headpiece made of tar paper and wire 
nails. In the cut upon the floor is a 
headpiece made of 4, -in. rope 
trimmed with a stippling brush. The 
dark hat in the right background is 
made of emery cloth. 
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Coming Hardware Conventions 
WESTERN RETAIL IMPLEMENT VE- hibition at the Coliseum. A. R. Sale, NEw YorK STATE RETAIL HARDWARE 


HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theatre. H. J. 
Hodge, secretary, Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26,1922. W. 
M. McAllister, secretary, Boulder, Col. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27,1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan, 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 


KENTUCKY HARDWARE IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson 
County Armory, Louisville, Jan. 24, 25, 
26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 


TEXAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 


IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Wheeling, Jan. 31, Feb. 1, 2, 
1922. Dates to be announced later. E. 
E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. Charles 
N. Barnes, secretary, Grand Forks. 

IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 28, 24, 1922. Ex- 


Chicago Association 
to Hold Exhibit 


The Glass, Pottery, Lamps and 
Housefurnishings Association, of Chi- 
cago, plan a large show to take place 
at Hotel Morrison, Chicago, Feb. 6 to 


secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION. City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 18, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. Hitch- 
cock, secretary, Woodbury. 

MIssouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 





18. The show will be held during the 
time of the Illinois Retail Hardware 
Association annual convention, which 
will make it easy for down state hard- 
ware men to enjoy the pottery and 
housefurnishings exhibit as well as the 
state convention and hardware show. 


ASSOCIATION CONVENTION AND EXHI- 
BITION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 


SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary - treasurer, 4106 Woolworth 
Building, New York City. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon. Tex. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION; com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 


NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 28, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 


This is the first exhibit by this associ- 
ation, but the advance reservations in- 
dicate it will be a pronounced success. 
Over 225 firms have already engaged 
space and many of them are house- 
furnishings concerns. This should in- 
terest the hardware merchants. 
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The Friendly Road 


but unlike cash it never stages a comeback. 
Once you check out your deposit, the account 
is closed. There are no over drafts. 
* * * 
People used to say, “It’s money that makes the mare 
go.” Nowadays it’s the automobile that is making 
the mare go. 


Tne like cash, is good only when well spent, 


* * * 


This from a chain grocery store: “It is easy 
enough to procure a customer, but it takes service 
and courtesy to secure him.” 

* * * 


Hard work alone never got any one anywhere, but 
hard thinking combined with the necessary amount 
of work to carry out the thought, will make kings 
of us all. 

* * * 

Advertising has eliminated the cracker barrel and 
given us the handy package. The cracker barrel was 
a joke while the package commands respect. Adver- 
tising will take you out of the joke class and put 
you up in the respect division, too. 

* * * 


Forget yesterday—anticipate to-morrow—but work 
to-day. 
* * * 
J. P. Morgan gets down to his office every morning 
at 11 o’clock. Pretty soft for him, but you must 
remember that he can cram more work into fewer 


hours than you can. 
* * * 


J. Rufus Wallingford says that it takes a smart 
man to be a crook. If he is smart enough he knows 
that it pays better to be honest. 


* + * 


There is a rare sense of humor evident in the man 
who said: “If you are positive that you won’t get 
caught, that the amount is large enough, that you 
will enjoy the money taken from some one else, that 
you will not suffer from the pangs of conscience, and 
that it is the best way to get ahead, do not hesitate 
to steal. If you are sure of all these things you 
are crazy anyhow, and not responsible.” 

* * * 


Love thy neighbor as thyself, but keep both eyes 
wide open. 

, * * * 

There may be smaller animals than the “yes men” 
but science has yet to discover them. The men that 
always agree with the boss whether he is right or 
wrong, and pat themselves on the back believing that 
they are diplomats are the “yes men.” A real boss 
won’t have this animal around, and even the bogus 
boss secretly despises him. 

* * * 

“This man made $84.65 in one day selling our 

wonderful device,” reads the bait in the sucker ad- 


vertisements. It never tells how he came out on the 
other 364 days. 


* * * 


The empty laugh, the heavy slap on the back and 
the loud ejaculation, “By George, you’re all right,” is 
the way the unscrupulous man flatters the fool. If 
you swell out your little chest, blush and wink your 
eyes a thousand times to the minute, you have ful- 
filled his estimate of you. 

* * * 

Remember your Shakespeare? “But he who steals 
my good name filches from me that which enriches 
him not and makes me poor indeed.” The man who 
slanders his fellow workers is the meanest thief in 
the world and his accomplices are those who listen 
to him. 

* * * 

“Tell me who your company is and I’ll tell you 
who you are” does not always hold good. Man O’ 
War is a record horse while they say Playfellow, his 
brother, is a wreck of a horse. So there you are. 

* * * 


Names mean nothing. The narrowest street in 
New York is called Broad Street; the meanest man 
I ever knew was named Hart; the most unfortunate 
individual in the world was named Luckey, and one 
of the biggest crooks living to-day has Honorable in 


front of his name. 
* * * 


Diplomacy, what crimes are committed in thy name! 
Every pin head that cringes or wiggles’ out of a tight 
hole by fawning, bowing and scraping instead of 
standing up and fighting, claims that he is a polished 
diplomat. If he is, so is an angle worm or a whipped 
dog. 

* * * 

Ever hear this? “It isn’t the money but the prin- 
ciple of the thing.” Men who fail to get gum out 
of the slot for the penny they put in and yell about 
it are usually the ones who want the principle 
straightened out to suit them. 

* * * 


When a business man spends all of his time on petty 
details under the delusion that he is very busy, he 
must expect to have the wool pulled over his eyes 
and to make mistakes. The really big man is the 
one who can delegate the work to others and spend 
his time directing the operations. 

* * * 


I’ve just met the original indifferent merchant. He 
is indifferent to his help, his customers, his town and 
his community. His wife’s face shows that he is 
indifferent to his family. Thank heaven he won’t be 
with us long. Nature has a way of taking care of 
his sort. When a man becomes’ indifferent to the 
world and its business, the world soon becomes in- 
different to him and his business. As Ring Lardner 
says: “He attracts about as much attention as a 
dirty fingernail in the third grade.” 
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Impelling the Tool Borrower to Buy 
No. 1 (3 cols. x 6% in.). 

The ad reproduced on this page was 
sent us by W. T. Breeze of Brooksville, 
Ky. Mr. Breeze gets a good measure 
of originality in most of his ads and 
this one on tools is no exception. The 
tool borrower is a community pest, and 
no doubt a whole lot of folks will read 
this Breeze ad with a quiet chuckle, 
wishing perhaps, they dared mail a 
copy of it to certain neighbors. 

The copy has that touch of good- 
natured banter which relieves it of any 
possible sting. It drives home a strong 
hint nevertheless and makes the 
chronic tool borrower do a bit of think- 
ing which should eventually lead him 
to the conclusion that it would both 
help his standing among his neighbors 
and make his odd jobs a real pleasure 
if he invested in a set of good tools. 

Down at the bottom the thought be- 
hind the ad is repeated succinctly. 

Another feature which helps this ad 
is the fact that the tool products of 
several well-known manufacturers are 
mentioned, conveying to the reader the 
thought of complete tool stocks and a 
wide selection. 


An Ad Which Motorists Will Heed 


No. 2 (3 cols. x 12 in.). 

Every motorist who has driven a 
car in winter through even a light 
snow or sleet storm will appreciate that 
there is no exaggeration in this ad 
which comes to our desk from Barker, 
Rose & Clinton Co., Elmira, N. Y. Yet 
the preponderance of cars without 
windshield cleaning attachments would 
seem to indicate that drivers need some 
advertising in the shape of a timely 
warning. This Barker ad _ brings 
home to them the importance of equip- 
ping their cars with a device insuring 
clear vision. One may drive his car 
carefully and avoid many kinds of acci- 
dents, but the most careful driver in 


A Novel Copy Angle in Tool Advertising — 
Strong Ad on Windshield Cleaning Devices 
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the world can’t drive carefully if he 
cannot see clearly. 

Therefore, it is an opportune time 
for you to insert an ad on windshield 
cleaners. This ad shows you how to 
make up an announcement that will 
impel drivers to purchase cleaners at 
the earliest possible moment, to be pre- 
pared for winter driving emergencies. 

We like the idea of grouping, sev- 
eral makes of devices. The ad, then, 


instance, some motorists claim that 
certain of the devices termed “scrap- 
ers” scratch the glass and to these 
drivers it would be easier to sell the 
“C-Clear” cleaner. Others scoff at 
these preparations and want the 
scraper type. Some want a scraper 
that clears only the driver’s vision, 
while others want one with a full sweep 
across the windshield affording clear 
vision to both occupants of the driving 


appeals to every type of driver. For compartment. 





~~ 


“Thou Shali Not Steaf’ 


It is said there is a deep seated conviction among the “cullu’d 
ge’men” that stealing does not apply te chickens. That’s the way 


} many people think about tools. Fusny how a man can be the 
: very soul of honor, about money and property in general, but 
i! simply cannot remember his Sunday school lessons when he comes 
| intd possession of a tool someone else has bought and paid for. 


Good tools are not expensive. If properly kept they last a life- 
ime. Good work is impossible without them. Bought and paid 
for they are ready for use when needed, and that odd job that 
was put off from yesterday can readily be finished. 
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ference of no tools and useful enough to 
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SEE OUR STOCK, THE MOST COMPLETE WITHIN MANY 
MILES. - 


THE QUALITY MAKES THE PRICE. 
DON’T BORROW GOOD ‘TOOLS. 
OWN THEM. 














1—The tool borrower is a nuisance in any community, but if there was more 
advertising of this kind he might realize the fact and buy instead of borrow 




















January 12, 1922 


The copy in this ad is well handled 
and the excellent display makes the 
ad very easy to read. Try out a wind- 
shield cleaner ad and you will be 
gratified at the results it will bring. 

In sending us this ad for comment, L. 
R. Clinton, advertising manager for the 
firm thanks us for the suggestions he 
has obtained through perusal of these 
columns. 


Comment on Recent Publicity 

A. Z. Bryan, Jr., Liberty Center, 
Ohio, sent us a well written and care- 
fully laid out half-page Christmas ad. 
Mr. Bryan tells us he has been care- 
fully following our comments in this 
department of HARDWARE AGE. 

W. A. Waugh, proprietor of Waugh’s 
Hardware, Eskridge, Kan., sent us 
several ads he used in boosting Christ- 
mas trade. These ads are uniformly 
good, and we desire to congratulate Mr. 
Waugh upon the excellent use he has 
made of cuts in arranging his ads. Mr. 
Waugh believes that there is no reason 
in the world why the hardware man 
cannot enjoy a fine business provided 
he will go after it by advertising. 


Good Holiday Advertising 


We have recently received a well 
written and neatly designed Christmas 
circular from W. T. Breeze, Brooks- 
ville, Ky. The feature of this circular 
was a big Christmas tree. The copy 
was also used in the newspapers. The 
C. H. Miller Hardware Co., Hunting- 
don, Pa., sent us the Christmas issue 
of their store paper. This sheet from 
“Santa Claus’ Headquarters” was a 
particularly good issue of “Store 
News.” 

“The Oyster” is the title of a very 
fine store paper published by the Oyster 
Hardware Co., Lumberport, W. Va. 
The December number which is at hand 
contains a wealthy of newsy matter 
and merchandise suggestions. A fea- 
ture of this store paper is its size, 
(15 in. x 21 in.) and the heavy white 
paper on which it is printed. Store 
paper editors would do well to send the 
Oyster people postage for a sample 
copy. 

A neat Christmas circular in card 
form comes from Scull, Swain & Wal- 
lace, Sherman, Tex. An _ attractive 
four-page holiday folder from Geo. 
Rome & Co., Carnegie, Pa., and a force- 
ful half-page paint ad from A. M. 
Lubash & Son, Richmond Hill, N. Y. 


Advertising Aluminum 


The Ballantine Hardware Co., War- 
saw, N. Y., sent us a page ad on alumi- 
num ware. This was a sensational ad 
featuring every piece at one dollar. It 
was a first-rate ad in every respect, 
the cuts used being specially strong 
and attractive. 

J. J. Pigott, Childress, Tex., sent 
us a page ad featuring the hardware 
company’s twenty-third year in busi- 
ness. Interior views of the store were 
used and the firm’s well-known trade- 
mark. A historical sketch of the com- 
pany made up the text matter. 

L. Thorn & Sons, New Albany, Ind., 
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sent us several ads, circulars and 
copies of “Thorn’s Gleaner” the live 
store paper issued monthly by the firm. 
This advertising matter reflects a great 
deal of care and thought. We think the 
1921 size of the store paper an im- 
provement over the style of 1920. 
Retail hardware advertising is im- 
proving steadily every day. Time was 
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when the hardware merchant, and all 
other retailers as well, conducted their 
publicity along stereotyped lines and 
said that advertising did not pay. Con- 
ditions have changed, however, and the 
wide awake retailer is fully aware of 
the value of properly written and dis- 
played publicity. This is as it should 


be. 





One Killed, 
Three Injured! 


The newspapers are full of terrible accidents, 
death and disaster to families of our acquaintance. Many collisions can be prevented 
if the driver can see the street ahead. Equip with one of these windshield cleaners. 


**C.CLEAR,”’ a kind of salve to be rubbed on the windshield. 


happening right here, bringing 


Rain, steam, snow 


will shed evenly. Ice will not collect, Used by motormen and engineers, Excellent ff 


for eye glasses. Price 35c. 


“‘TRICO.’’ Anarm to be swung back and forth on the windshield removing rain, 


and snow. 


“OUTLOOK.” An arm to be swung. Wipes off rain and. snow. 


vision. . Price $2.00, 


‘““MAYO-SKINNER AUTOMATIC CLEANER.’’ 


Simple mechanism. Price $2.00. 


Gives c'ear 


Turn a button and the arm 


swings automiatically over the windshield. Your hands are free to operate your car. 


Works by suction from engine. Does not interfere with 
Guaranteed for five years. 


and quickly attached. 


Insure a clear vision when driving. Don’t hazard the life and happ 


engine’s effie’-ncy._ Easy 


Price $10.00 


s of your 


family. Phone or write for delivery. Take no chanees. 





Barker, Rose & Clinton Co. 


PHONE—3100—109 LAKE STREET. 


2—Windshield cleaners are a necessity and the Barker, Rose & Clinton Co., Elmira, 
M. Y., has emphasized the fact in dramatic fashion 
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U.S. Supreme Court Checks Price Maintenance 


Court Divides Five to Four in Holding Beech-Nut 
Company Plan Illegal—Colgate Case Ruling, 


Washington, D. C., Jan. 9, 1922. 
HERE is a limit upon the extent 
to which manufacturers may de- 
velop systems for maintaining 
the resale prices of their products in 
connection with their refusal to deal 
with price cutters. This important 
principle is enunciated in a decision 
just handed down by the United States 
Supreme Court in the Beech-Nut Pack- 
ing Co. case in which the court, with 
four justices dissenting, sustains the 
right of the Federal Trade Commission 
to enjoin the price-maintenance prac- 
tices of the defendant company, but 
concedes the contention that the com- 
mission’s order was too broad. 

The decision of the court was con- 
curred in by five justices and the opin- 
jon was delivered by Justice Day. The 
dissenters were Justices Holmes, Mc- 
Kenna, McReynolds, and Brandeis. 
While to the man in the street five-to- 
four decision of the highest tribunal 
in the land may appear regrettable, it 
should be borne in mind that for every 
legal purpose it is quite as binding as 
if the court had unanimously sustained 
the commission’s action. 


Colgate Decision Positively Reaffirmed 


Opponents of price protection are 
likely to jump to an erroneous conclu- 
sion from the Supreme Court’s decision 
in this case. It in no way affects the 
decisions heretofore rendered in the 
Miles-Park, the Colgate, or the Schra- 
der cases, and the court is at consid- 
erable pains to differentiate its deci- 


However, Is Reaffirmed. 


By W. L. CROUNSE 


sion in the Beech-Nut case from that 
rendered in the Colgate case and to re- 
affirm the latter in plain, unmistakable 
language. 

In a nutshell, the court holds that a 
manufacturer cannot legally enter into 
agreements to maintain prices or by 
contract or combination, expressed or 
implied, unduly hinder or disturb the 
natural flow of commerce in the chan- 
nels of interstate trade. His action 
cannot be questioned, however, if he 
simply refuses to sell or withholds his 
goods from those who will not sell them 
at the prices which he fixes for their 
resale. 

A careful analysis of the Beech-Nut 
decision indicates that the Supreme 
Court was impressed with the elaborate 
machinery of the defendant for pre- 
venting its goods from falling into the 
hands of mail-order houses, chain stores 
and other concerns pursuing price-cut- 
ting policies, and that the scope of this 
machinery and the extent to which the 
company’s policy in this regard was 
carried, rather than its mere refusal 
to sell goods to parties who failed to 
maintain its resale prices, constitute 
the basis for the court’s adverse ruling. 


Defendant’s Methods Analyzed 


The Supreme Court’s examination of 
the Beech-Nut case discloses the inter- 
esting fact that the record in the case 
contained a detailed description of the 
defendant company’s method of main- 
taining its prices. No such description 
was to be found in the opinion of the 


court below; hence most laymen and 
many lawyers reached the conclusion 
that the case in no way differed from 
that of Colgate. But it appears from 
the Supreme Court’s analysis of the 
Beech-Nut company’s methods that 
there was a wide disparity in the prac- 
tices of the two companies, and that, 
because of the extreme policy pursued 
by the Beech-Nut company rather than 
by its refusal to sell price cutters, its 
course has been found to be illegal. 

It will be recalled that upon appeal 
from the original order of the Federal 
Trade Commission, the Circuit Court of 
Appeals sustained the legality of the 
Beech-Nut company’s position in a 
brief opinion based’ upon the decision 
of the Supreme Court in the Colgate 
case. The Supreme Court, however, in 
the decision just rendered, carefully 
differentiates the two cases. 

Owing to the great interest which 
this case has aroused among manufac- 
turers in all lines, I have procured a 
liberal excerpt from the court’s opin- 
ion as handed down by Justice Day, in 
part as follows: 


Justice Day’s Opinion 


“In the original complaint it was 
charged that in order to accomplish the 
illegal purpose intended, the Beech-Nut 
company required its purchasers to 
agree to maintain or resell products at 
standard selling prices, and that for 
the purpose of maintaining such stand- 
ard resale prices and for the purpose of 
inducing and compelling its customers 
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to maintain and keep such standard 
prices the company refused to sell its 
products to consumers and dealers who 
would not agree to maintain such speci- 
fied standard resale prices, and who did 
not resell such products at the specified 
standard selling prices fixed and deter- 
mined by the company. 

“The Circuit Court of Appeals was 
of opinion that the only difference be- 
tween the price-fixing policy condemned 
as unlawful in Miles Medical Co. v. 
Park & Sons Co., 220 U. S. 373, and the 
price-cutting plan embodied in the 
Beech-Nut policy was that in the for- 
mer case there was an agreement in 
writing, while in this case the success 
or failure of the plan depended upon a 
tacit understanding with purchasers 
and prospective purchasers. While it 
expressed its difficulty in seeing any 
difference between a written agreement 
and a tacit understanding in their effect 
upon the restraint of trade, it, never- 
theless, regarded the case as governed 
by the decision of this court in United 
States v. Colgate & Co., 250, U. S. 300, 
and, accordingly, held that the commis- 
sion had exceeded its power in mak- 
ing the order appealed from. 


Synopsis of Colgate Ruling 


“The Colgate case was prosecuted 
under the Sherman Anti-Trust Act and 
came to this court under the Criminal 
Appeals Act. We therein held that this 
court must accept the construction of 
the indictment as made in the District 
Court; and, that upon such construc- 
tion, the only act charged amounted to 
the exercise of the right of the trader, 
or manufacturer, engaged in private 
business to exercise his own discretion 
as to those with whom he would deal, 
and to announce the circumstances 
under which he would refuse to sell, 
and that thus interpreted no act 
was charged in the indictment which 
amounted to a violation of the Sher- 
man Act prohibiting monopolies, con- 
tracts, combinations and conspiracies 
in restraint of interstate commerce. 

“In the subsequent case of United 
States v. Schrader’s Sons, Inc., 252 
U. S., 85, this court had occasion to 
deal with a case under the Criminal 
Appeals Act, wherein there was a 
charge that a manufacturer sold to 
dealers in several states under an 
agreement to observe certain resale 
prices fixed by the vendor, which we 
held to be a violation of the Sherman 
Anti-trust Act. In referring to the 
Colgate case we said: 

“‘The court below misapprehended 
the meaning of the effect of the opin- 
jon and judgment in that case. We had 
no intention to overrule or modify the 
doctrine of Dr. Miles Medical Co. v. 
Park & Sons Co., where the effort was 
to destroy the dealers’ independent dis- 
cretion through restrictive agreements. 
Under the interpretation adopted by 
the trial court and necessarily accept- 
ed by us, the indictment failed to 
charge that Colgate & Co. made agree- 
ments, either express or implied, which 
undertook to obligate vendees to ob- 
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serve specified resale prices and refuse 
to deal with anyone who failed to main- 
tain the same.’ 


Refusal to Sell No Crime 


“By these decisions it is settled that 
in prosecutions under the Sherman Act 
a trader is not guilty of violating its 
terms who simply refuses to sell to 
others, and he may withhold his goods 
from those who will not resell them at 
the prices which he fixes for their re- 
sale. He may not, consistently with 
the act, go beyond the exercise of this 
right, and by contracts, or combination, 
express or implied, unduly hinder or 
obstruct the free and natural flow of 
commerce in the channels of interstate 
trade. 

“The Sherman Act is not involved 
here except in so far as it shows a dec- 
laration of public policy to be consid- 
ered in determining what are unfair 
methods of competition, which the Fed- 
eral Trade Commission is empowered 
to condemn and suppress. The case 
now before us was begun under the 
Federal Trade Commission Act which 
was intended to supplement previous 
anti-trust legislation. This act declares 
unlawful ‘unfair methods of competi- 
tion’ and gives the commission author- 
ity after hearing to make orders to 
compel the discontinuance of such meth- 
ods. What shall constitute unfair 
methods of competition denounced by 
the act, is left without specific defini- 
tion. Congress deemed it better to 
leave the subject without precise defi- 
nition, and to have each case deter- 
mined upon its own facts, owing to the 
multifarious means by- which it is 
sought to effectuate such schemes. 

“If the ‘Beech-Nut System of Mer- 
chandising’ is against public policy be- 
cause of ‘its dangerous tendency unduly 
to hinder competition or to create a 
monopoly’ it was within the power of 
the Commission to make an order for- 
bidding its continuation. The facts 
found show that the Beech-Nut system 
goes far beyond the simple refusal to 
sell goods to persons who will not sell 
at stated prices, which in the Colgate 
case was held to be within the legal 
right of the producer. 


Effect of Beech-Nut Company’s Plan 


“The system here disclosed neces- 
sarily constitutes a scheme which re- 
strains the natural flow of commerce 
and freedom of competition in the 
channels of interstate trade which it 
has been the purpose of all anti-trust 
acts to maintain. In its practical opera- 
tion it necessarily constrains the 
trader, if he would have the products 
of the Beech-Nut Company, to main- 
tain the prices ‘suggested’ by it. If 
he fails so to do, he is subject to be 
reported to the company either by 
special agents, numerous and active in 
that behalf, or by dealers whose aid is 
enlisted in maintaining the system and 
the prices fixed by it. Furthermore, 
he is enrolled upon a list known as 
‘undesirable price cutters’ to whom 
goods are not to be sold, and who is 
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only to be reinstated as one whose 
record is ‘clear’ and to whom sales may 
be made upon his giving satisfactory 
assurances that he will not resell the 
goods of the company except at the 
prices suggested by it, and will refuse 
to sell to distributors who do not main- 
tain such prices. 

“From this course of conduct a court 
may infer, indeed cannot escape 
the conclusion, that competition among 
retail distributors is practically sup- 
pressed for all who would deal in the 
company’s products are constrained to 
sell at the suggested prices. 

“Under the facts established we have 
no doubt of the authority and power 
of the Commission to order a discon- 
tinuance of practices in trading, such 
as are embodied in the system of the 
Beech-Nut Company. 


Commission’s Order Too Broad 


“We are, however, of opinion that 
the order of the Commission is too 
broad. The order should have required 
the company to cease and desist from 
carrying into effect its so-called Beech- 
Nut policy by co-operative methods in 
which the respondent and its distribu- 
tors, customers and agents undertake 
to prevent others from obtaining the 
company’s products at less than the 
prices designated by it: 

(1) By the practice of reporting the 
names of such dealers who do not 
observe such resale prices; 

“(2) By causing dealers to be enrolled 
upon lists of undesirable purchasers 
who are not to be supplied with the 
products of the company unless and 
until they have given satisfactory e2s- 
surances of their purpose to maintain 
such designated prices in the future; 

“(3) By employing salesmen or 
agents to assist in such a plan by re- 
porting dealers who do not observe 
such resale prices, and giving orders 
of purchase only to such jobbers and 
wholesalers as sell at the suggested 
prices and refusing to give such order 
to dealers who sell at less than such 
prices; or who sell to others who sell 
at less than such prices; 

“(4) By utilizing numbers and sym- 
bols marked upon cases containing their 
products with a view to ascertaining 
the names of dealers who sell the com- 
pany’s products at less than the sug- 
gested prices, or who sell to others who 
sell at less than such prices, in order 
to prevent such dealers from obtaining 
the products of the company; 

“(5) By utilizing any other equiva- 
lent co-operative means of accomplish- 
ing the maintenance of prices fixed by 
the company.” 


Stimulates Movement for Legislation 


Notwithstanding the re,affirmation 
of the decision of the Supreme Court 
in the Colgate case, business men will 
find in the decision in the Beech-Nut 
case cause for considerable anxiety. If 
the Colgate plan is legal and the Beech- 
Nut plan illegal, every manufacturer 
will have to determine for himself just 
where the dead-line runs in order that 
he may keep on the safe side. 
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It would seem, therefore, that no 
hard-and-fast rule can be laid down 
at this time, and that further elucida- 
tion will have to await Supreme Court 
rulings in other cases. In the mean- 
time, it may be assumed that the ac- 
tivity of the Federal Trade Commission 
in connection with this class of cases 
will be renewed as it is unquestionable 
that in the Beech-Nut case it has won 
an important though only a partial 
victory. 

The friends of price-maintenance 
legislation in Congress are making 
much of the decision in the Beech-Nut 
case as an argument in favor of the 
prompt passage of the Kelly-Stevens 
bill or some very similar measure legal- 
izing the maintenance of resale prices. 
It is urged that without such legisla- 
tion manufacturers cannot avail them- 
selves of what the Supreme Court has 
held to be their undeniable right to 
refuse to deal with price cutters with- 
out rendering themselves liable to the 
same line of conduct that has resulted 
adversely to the Beech-Nut Company. 


Penrose’s Death Shocks Washington 


The sudden, though not wholly un- 
expected, death of Senator Penrose has 
cast a gloom over the Capital City 
which was the scene of his activities 
for so many years. It has also raised 
many questions of paramount import- 
ance to the business community respect- 
ing the policy of the Senate Finance 
Committee when reorganized by the 
appointment of his successor as chair- 
man and the selection of the additional 
member to fill the vacancy on the Com- 
mittee. 


It was my good fortune to have 
had a life-long acquaintance with Sena- 
tor Penrose. As a humble, a very 
humble, Harvard freshman—the sopho- 
mores saw to it that I was humble—I 
first met Penrose as a brilliant upper- 
classman who specialized in mathema- 
tics in which he took high honors. I 
watched his career in Pennsylvania 
politics with great interest, and took 
pleasure in renewing my acquaintance 
with him when he first came to Con- 
gress. 

With the exception of Nelson W. 
Aldrich, who taught him much, no man 
in either house, during the forty years 
I have lived in Washington, has exerted 
so much influence upon his colleagues 
and upon legislative policies in Con- 
gress. 

Penrose had a positive genius for 
organization, for harmonizing diver- 
gent opinions and for bringing order 
out of chaos. Though commonly re- 
garded as a machine politician, his 
first concern was the national welfare 
and I believe that any just biography 
of the man will rank him high among 
American statesmen. 

A member of a wealthy and distin- 
guished family and one of four broth- 
ers who, educated at Harvard and lead- 
ing foreign universities, have all made 
high marks in the world, he was a culti- 
vated gentleman who believed devoutly 
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in sound partisan organization and in 
standing by his friends through thick 
and thin. 


McCumber Not in Farm Bloc 


The understanding that Senator 
Porter J. McCumber of North Dakota 
will succeed Penrose as chairman of 
the Finance Committee, has already 
been the text of sensational dispatches 
from Washington to the effect that Mc- 
Cumber is an ardent member of the 
agricultural bloc, and that the policies 
of the conservative Finance Committee 
are at once to become radical and anti- 
capitalistic. Nothing could be further 
from the truth. 

McCumber is not a member of the 
agricultural bloc, although his col- 
league from North Dakota, Senator 
Ladd, is one of its leaders. He is a 
conservative among conservatives and 
on several occasions during the con- 
sideration of the Internal Revenue Re- 
vision bill last. summer, he went fur- 
ther than Penrose himself in support- 
ing the conservative policies of the 
Secretary of the Treasury. 

I am sure that readers of HARDWARE 
AGE will be interested in the following 
statement concerning Senator McCum- 
ber’s attitude on national questions 
which has been prepared by one of his 
friends and admirers: 


Where McCumber Stands 


“It has been said that Senator Mc- 
Cumber is a member of the agricultural 
bloc and that hence that group in the 
Senate comes into new power and 
prestige. The facts are precisely the 
contrary. 

“Senator McCumber is not a member 
of the agricultural bloc and has never 
attended one of its meetings. In 
North Dakota, as in the Senate, Mr. 
McCumber is reckoned as a conserva- 
tive, and has fought his election cam- 
paigns on that kind of a platform. 
What threatens him in the approach- 
ing elections is a radical coalition 
against him. 

“When the taxation bill was under 
consideration by the Senate, events de- 
monstrated that, in a final ‘show down’ 
McCumber was even more conservative 
than Penrose himself. He favored un- 
compromisingly the fixing of the maxi- 
mum surtaxes at 32 per cent. 

“While the tax bill was actually un- 
der consideration in the Senate, a revolt 
of the agricultural bloc was held at the 
residence of Senator Capper, and a 
compromise program was demanded of 
which, from the conservative point of 
view, insistence upon a surtax of 50 
per cent was perhaps the most objec- 
tionable feature. 

“To this program of the agricultural 
bloc, the Republican members of the 
Finance Committee finally gave their 
assent, but Mr. McCumber, who was 
against the compromise, would not at- 
tend the meeting at which this action 
was taken, and ratification of the com- 
promise plan was only secured through 
the vote of Senator Penrose who yielded 
as a matter of party necessity. 
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Friendly to the Farmers 


“McCumber who has been hailed as 
an agricultural bloc member, would not 
yield. Coming from a farm State, he 
is naturally a supporter of all legisla- 
tion helpful to agriculture, but on 
finance and the tariff he is a conserva- 
tive. 

“Senator McCumber is an able and 
experienced Senator on the floor and in 
the committee. He is a good floor man- 
ager, and the fact that he demonstrated 
marked ability in handling the tax bill 
has assured his colleagues of his ability 
to handle adequately the tariff bill 
when that is put upon its passage. 

“Mr. McCumber is generally in 
strict accord with Secretary Mellon 
with reference to the funding of the 
foreign debt. 

“A few technical points remain to 
be adjusted before that bill is reported, 
but they will not be controversial. 
When the tariff is out of the way and 
the arms conference has adjourned the 
funding bill will be reported and 
passed. 

“It is also Mr. McCumber’s intention 
to bring up and pass a soldiers’ bonus 
bill early in the spring. The measure 
he has in mind will involve a total of 
about $3,000,000,000 over a long period 
of years. Before the Finance Com- 
mittee acts Mr. McCumber will ask for 
a joint conference with the Ways and 
Means Committee so that identical bills 
may be put through both houses. 

“The uncompromising attitude oi Mr. 
McCumber on the question of surtaxes 
foreshadows an eventual reduction of 
that tax to 32 per cent when the taxa- 
tion bill comes up for revision. That 
however, is a question for the more 
remote future.” 


Favors a Soldiers’ Bonus Bill 


Many admirers of Senator McCum- 
ber will regret to learn that he has 
practically pledged himself to a sol- 
diers’ bonus bill, but they will be glad 
to know that he has not committed 
himself to any particular form of 
measure, and especially that he has 
not gone on record in favor of a cash 
bonus. 

The Fordney bill, introduced in the 
House last session will probably be the 
basis for the consideration of bonus 
legislation, and it provides the follow- 
ing options: : 

1. Adjusted service pay at the rate 
of $1 a day for home service and $1.25 
a day for foreign service. The maxi- 
mum is $500 for a man without over- 
seas service, and $625 for a man with 
overseas service. 

2. A paid-up twenty-year endowment 
policy of insurance. The face value of 
this policy will be 8.33 times the 
amount that would be received in cash 
if that option were taken. 

3. Vocational training aid of $1.25 
a day, while taking a course. The 
amount thus paid in no case would 
exceed 140 per cent of what would 
have been paid in cash. 


(Continued on page 87) 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Jan. 9. 

NVENTORY occupied the attention 
I of the local retailers and jobbers 

during the past week. As a result 
little activity developed in the whole- 
sale market. Jobbers have received so 
many announcements from manufac- 
turers regarding price changes that it 
has been physically impossible to clas- 
sify all of them. 

Among the more important price 
changes during the past week by local 
jobbers were the following: 

An average advance of approxi- 
mately $2.50 per dozen has been made 
on all Ames shovels. 

Some jobbers have reduced hammers 
10 per cent, and hatchets 15 per cent, 
and are quoting light hammers at 60 
and 714% per cent off list, and heavy 
hammers 66 2/3 per cent. This change, 
however, is not altogether general. 

Witherby chisels are now being 
quoted: Socket firmer, 60 per cent; 
tang firmer, 15 per cent and tang butt, 
15 per cent. 

Some jobbers are now quoting “Per- 
fect” handle screw drivers at 40 per 
cent off list, and monkey wrenches at 
50 per cent off list. 

Dietz lanterns have been reduced ap- 
proximately $1.25 per doz. on the aver- 
age. 

Sisal rope has been advanced 2 cents 
per Ib. 

Jobbers report the following an- 
nouncements from manufacturers: 

Russell Mfg. Co., New York City, 
N. Y., has reduced cotton back webbing 
2Y, per cent. 

A rumor persists that cast iron pipe 
fittings will be reduced, effective Jan. 1, 
5 per cent. 

Philip Carey Co., Lockland, Ohio, has 
reduced prices on its asbestos materials. 

Bemis & Call Hardware & Tool Co., 
Springfield, Mass., has issued a new 
discount sheet, effective Dec. 27, 1921. 

Atlas Powder Co., Wilmington, Del., 
reduced prices, effective Jan. 1, on 
blasting caps. 

Hercules Powder Co., Wilmington, 
Del., has reduced list prices on Her- 
cules No. 6 blasting caps $3 per thou- 
sand; No. 8 blasting caps, $5 per 
thousand; electric blasting caps, with 
copper wires, reduced $1 per thousand. 
“Details on revisions made in quantity 
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discounts supplied on request at any 
Hercules office.” 

Foundry Products Co., Jeffersonville, 
{nd., reduced prices on its line of hollow 
ware Dec. 31. 

Star Heel Plate Co., Newark, N. J., 
reduced prices on its line of cobblers’ 
outfits, ete., effective Jan. 1. 

Medart Patent Pulley Co., St. Louis, 
Mo., issued new discount sheet, effective 
Dec. 27. 

Paterson Asbestos Mfg. Co., Pater- 
son, N. J., issued new price list, effec- 
tive Dec. 27, on asbestos pot coverings, 
asbestos cement, etc. 

Winter Bros., Wrentham, Mass., is- 
sued new discount sheet on taps and 
dies, effective Dec. 27. 

Dillingham Mfg. Co., Sheboygan, 
Wis., issued new price list Dec. 31 on 
wooden ware. 

Nicholas Mfg. Co., Ottumwa, Iowa, 
reduced steel squares Dec. 31, 5 per 
cent. 

Columbus Handle & Tool Co., Colum- 
bus, Ind., reduced ice tongs 714 per 
cent Jan. 1. 

Wheeling Stamping Co., Wheeling, 
W. Va., issued new price list on 
lanterns, effective Jan. 1. 

Richardson Steel Fishing Rod Co., 
Chicago, IIl., reduced prices 10 per cent, 
effective Jan. 1. 

Smooth-On Cement Mfg. Co., Jersey 
City, N. J., issued new list prices Jan. 1. 

Gibson Homans Co., Cleveland, Ohio, 
issued new price lists Jan. 1 on asbestos 
cement. 

Caraval Tool Machine Works, 309 
Broadway, New York, reduced prices 
10 per cent on its line of spring and 
revolving punches. 

National Lead Co., 111 Broadway, 
New York City, has made the follow- 
ing announcement: “Until June 30, 
should we reduce our prices below our 
present card, we will protect you 
against loss by reason of reduction on 
white lead in oil, dry white lead, red 
lead and litharge in kegs, bought on or 
after Jan. 3 and remaining unsold in 
your stock at time of reduction. Claim 
for such protection must be made 
within 30 days after reduction may be 
announced by us.” 

S. W. Card Mfg. Co. (Division of 
Union Twist Drill Co.), Mansfield, 
Mass., has issued new discount sheets 
showing changes in discounts on screw 
plates, Beaman & Smith, stay-bolt and 


tapper taps, and high-speed steel taps 
and dies in the larger sizes. 

The Autocar Co., Ardmore, Pa., has 
announced a new schedule of prices, ef- 
fective Jan. 3, and also a new model, 
heavy duty 2-ton auto car. The new 
prices show substantial reductions. 

Sargent & Co., New Haven, Conn., 
has published a folder showing equiva- 
lent prices “per dozen” compared with 
“each,” “per gross,” compared with 
“hundreds,” and also showing equiva- 
lent quantities. This folder has been 
prepared for the use of the trade, and 
will be mailed by Sargent & Co. upon 


request. a 
Automobile Accessories.—Little ac: 
tivity is reported by local jobbers. 


Stocks seem to be in fair condition, and 
price changes are expected on some 
lines. 

Axes.—The market is very quiet. 
Price changes have not all been an- 
nounced as yet. Stocks are reported 
to be in good condition. 


Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City’? axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 24% to 2% Ib., 
$19 per doz. 

Second quality, 36-in. handle, 4 to 5 Ib., 


$18.75 per doz. = 
Flint edge, Rockaway pattern, 4 to 5 lb., 
$19.75 per doz. 
Connecticut pattern, 
3% Ib., $19.50 per doz. 
Bolts and Nuts.—During the past 
week there was no particular interest 
shown these items. The market seems 
to be in fairly strong condition, and 
jobbers expect more activity after the 


inventory period. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % by 6 and 
smaller, 50, 10 per cent to 50, 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. é 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. : 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinner’s rivets, 60 per cent. ; 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32 14/20 
75, 10 and 5 per cent, new list. > 

Lock washers, 50 per cent. ‘ 

Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80, 10, to 80, 10, 10 per cent. 

Builders’ Hardware. — Statements 
made before the State Legislature’s 
Committee on Housing have disclosed 
an estimated shortage of apartments 
in Greater New York somewhat in ex- 


cess of 80,000. Testimony given before 
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the committee emphasized the fact that 
there is quite a number of apartments 
available which rent from $15 to $20 a 
room, but that the demand is for apart- 
ments that rent from $8 to $10 a room. 
It is thought probable that the emer- 
gency tax exemption bill which expires 
October, 1922, will be extended for an- 
other year, in view of the fact that the 
housing shortage has not been relieved 
in proportion to the growth and demand 
of the city’s population. Jobbers and 
contractors are planning their spring 
business in builders’ hardware and con- 
tractors’ supplies accordingly. 


Electrical Goods.—Price changes on 
some items are expected to be an- 
nounced within the next two weeks. 
Exceptionally good sales were reported 
by jobbers during the Christmas holi- 
days. 


Jobbers’ quotations f.o.b. New York: 

Electric iron, 6-lb., $6.75 list. Electric 
grill, having three cooking pans, 4, 14 
and 2 in. deep, having also three different 
heat units, $15 list. Electric waffle iron, 
3% x 7in., for two waffles, $16 list. Elec- 
tric reversible toaster, $8 list. Electric per- 
colator, Colonial pattern, 6-cup capacity, 
$17.50 list. Same, 9-cup capacity, $19.50 
list. Continental pattern, 6 cups, $12 list. 
All subject to 30 per cent discount. 


Galvanized Ware.—The first of the 
year is usually dull in the galvanized 
sheet market. No business activity of 
any moment was reported during the 
pastsweek. Pails and tubs are quiet. 


Prices to retailers f.o.b. New York. 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 lb. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8-qt., $2.35; 10-qt., $2.70; 

12-qt., $2.95; 14-qt., $3.30; 16-qt., $4 per 
doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers.—A buying flurry de- 
veloped the latter part of last month, 
following the cold spell, but during the 
past week little activity of any kind 
was felt in this line. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
tempered steel blade, 7 x 6 in., %4-in. pol- 
ished and painted blue, 4-ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7-in. blade, 6 in. deep, 1%-in. polished and 
painted blue, 4-ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in. heavy iron ferrule, 
4%-ft. handle, $10.40 per doz. 


Ice Skates.—Skating several days 
last week in the parks increased retail 
sales, but little interest for skates was 
shown in the wholesale market. Prices 
are apparently steady. 


Jobvers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 9lc. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in., polished cast steel runner, $1.15 to 
$1.40. Women’s and children’s clamp hockey 
skates, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, nickel 
plated, $1.51 to $1.99. 


Lanterns.—Price changes were an- 
nounced by local jobbers last week, as 
follows: 
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Jobbers’ quotations f.o.b. New York: 

Hy-lo tin lanterns, $8 per doz. Victor tin 
lanterns, $8.25 per doz. Monarch tin lan- 
terns, $8.25 per doz. Junior brass lanterns, 
$15.75 per doz. Blizzard tin lantern, $13 
per doz. Buckeye dash lantern, with bull’s 
eye lens, $14 per doz. Roadster wagon lan- 
tern, $18.25 per doz. De-Lite tin lanterns, 
$13 per doz. Little Wizard tin lanterns, 
$11.25 per doz. Eureka driving lanterns, 
plain lens, $17.50 per doz. Watchman’s mill 
lanterns, enamel finish, $22 per doz. Im- 
perial platform lanterns, $9 each. 


Linseed Oil.—The linseed oil market 
continues quiet. It is expected that 
interest will gradually increase during 
the next few weeks. No price changes 
have been reported. 

Prices to the dealer f.o.b. New York: 

Linseed oil, car lots, 67c. to 68c. per gal.; 
5-bbl. lots, 70c. to 72c. per gal.; lots less 
than 5 bbl., 73c. to 75c. per gal. 

Nails.—The base price for wire nails 
in the New York wholesale market 
seems to have settled temporarily at 
$3.25 base per keg. The nail market, 
however, continues to be characterized 
by eccentricity in demand and prices. 
Indications seem to show that. the mar- 
ket is negotiable, especially for quan- 
tity purchases. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.25 base per keg; cut nails, 
$4 to $4.25 base per keg; coated nails, $3 
base per keg, and wire nails and brads, 
70 and 10 per cent. 

Naval Stores.—Slightly higher prices 
brought about by increasing demand, 
and a better general tone, are the pre- 
vailing features in the naval stores 
market. A bullish sentiment seems to 
be growing. 

Prices to the dealer f.o.b. New York: 

Spirits of turpentine in bbl., 86!/ac. to 
89c. Rosin, on a basis of 280 Ib. to a bbl., 
yard basis, B to F grades, $5.52 per bbl. 
G and H grades, $5.55; I, $5.60; K, $6.10; 
M, $5.60; N, $5.80; WW, $7.70. 

Rope and Twine.—Sisal rope ad- 
vanced 2 cents, Dec. 30. The market at 
the present time is quiet. Manila rope 
prices are unchanged. 

Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%4c. 
per lb. Hardware grade, 15c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath varn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 2014c. to 25%c. per lb. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Screws.—Interest is mild, stocks in 
fairly good condition, and local quota- 
tions show quite a divergence. 

Jobbers’ auotations f.o.b. New York: 

Wood Screws—Flat head, bright. 82% 
per cent; flat head, galvanized, 67% per 
cent; round head, blued, 80 per cent; round 
head, nickeled, 70 per cent; round head, 
brass, 75 per cent; flat head, brass, 75 per 
cent; flat head, brass, 771%4 per cent; round 
head, brass nickeled, 70 per cent. 

Local jobbers are quoting extra 10 to 
extra 25 per cent on the average to the 
above discounts. 

Machine Screws—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 

Snow Shovels—The advance on 
Ames shovels, which on the average 
approximated $2.50 per doz., has not 
as yet been reflected in local buying. 
Some of the local jobbers’ quotations on 
snow shovels have not yet been 
changed. Prevailing quotations on 
popular styles are as follows: 
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Jobbers’ quotations f.o.b. New York: 

All steel snow shovels, $5 per doz.; gal- 
vanized snow shovels, 2% x 16 in., $12 per 
doz.; black steel snow shovels, 16 x 18 in., 
$11 per doz.; Massachusetts snow shovels, 
$7.50 per doz. 


Stove Pipe and Elbows.—This line 
seems to be rather dormant. Prices 
remain unchanged. 

Jobbers’ quotations f.o.b. New York: 

Stove pipe, black, iron, No. 28 gage, 12 
lengths to a bundle, 4 in., $1.60; 4% in., 
$1.70; 5 in., $1.80; 5% in., $2.10; 6 in., $2.25. 

Stove pipe wire, No. 18, 68c. doz.; No. 19, 
60c. doz.; 50 ft. in coil, No. 20, 50c. doz. 


Window Glass.—Jobbers report that 
little interest was shown during the 
past week for window glass. Activity 
is not expected in the window glass 
market until spring. 

Prices to retailers f.o.b. New York: 

A single, 81 per cent; B single window 
glass, 82 per cent discount. 

A double, 82 per cent discount; B double 


glass, 85 per cent discount. 
List of March 1, 1913. 


Wire Goods.—Although little inter- 
est seemed to be manifested last week 
for wire goods, jobbers are looking 
forward to good spring business. 

Jobbers’ quotations f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 per cent. Poultry net- 
ting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 


Bissell Carpet Sweeper Co., Grand 
Rapids, Mich., has issued the following 
new list: 


Sweepers, Carpet, Vacuum and Toy.—Bis- 
sell Carpet Sweeper Co.: American Queen 
Cyco B. B., nickel, $50 per doz.; Elite, Cyco 
ball bearing, nickel, $56 per doz.; Grand, 
Cyco ball bearing, japanned, $56 per doz.; 
Grand Rapids, Cyco ball bearing, nickel, 
$44 per doz.; Grand Rapids, Cyco ball bear- 
ing japanned, $40 per doz.; Grand Rapids 
vacuum sweeper, nickel, $86 per doz.; 
household vacuum sweeper, japanned, $75 
per doz.; Little Daisy toy sweeper, $2 per 
doz.; Little Queen toy sweeper, $3 per doz.; 
Little Jewel toy sweeper, $10 per doz.; Par- 
lor Queen, Cyco ball bearing, nickel, $52 
per doz.; Princess, Cyco ball bearing, nickel, 
$46 per doz.; Standard, japanned fittings, 
$36 per doz.; Universal, Cyco bearing, 
nickel $42 per doz.; Universal, Cyco bear- 
ing, japanned, $38 per doz. Subject to 
quantity allowances, 


John H. Graham Co., 113 Chambers 
Street, New York, agents for Seymour 
Smith & Co., Oakville, Conn., announce 
that a reduction of approximately 714 
per cent has been made on certain type 
pruning shears manufactured by this 
concern. 


Some local jobbers are now quoting 
school crayons at 32c. per gross; white 
carpenters’ chalk, $1.75 per gross; red 
carpenters’ chalk, $2.10 per gross; blue 
carpenters’ chalk, at $2.10 per gross. 


The American Chain Co., Inc., Bridge- 
port, Conn., has made a reduction of 


approximately 5 per cent on certain — 


types of welded and weldless chain, ef- 
fective Jan. 2. 


New prices have been issued by J. 
Wiss & Sons Co., R. Heinisch Sons 
Works, Kraeuter & Co., Inc., which take 
effect at once. These new price lists 
show an average decline of approxi- 
mately 124% per cent. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Jan. 7. 


HIS is, of course, one of the quiet- 
est weeks in the year, particu- 
larly from the wholesaler’s view- 

point. The retailer, too, feels the 
slackening of business which always 
follows the holiday rush. Both whole- 
saler and retailer are knee deep in in- 
ventories, and until they wade out of 
this mass of detail not very much ag- 
gressive selling will be done. 

Considering the absorption of the 
buyers in inventory matters, quite a 
remarkable number of price changes 
have been put through by the whole- 
saler. Lines affected include rope, lan- 
terns, sash weights and roller skates. 

The weather is favorable to a con- 
tinuation of the building program, 
which has been large in this territory, 
but the situation is clouded by a threat- 
ened strike in the building trade. When 
the Judge Landis arbitration was ef- 
fected, the carpenters’ union was not a 
party to it, but all other building trades 
were represented and they abided by 
the decision of the jurist. Many car- 
penters went to work at the scale that 
Judge Landis suggester as the proper 
compensation for this class of skilled 
labor, but others insisted upon a pay- 
ment of $1.25 per hour. The influence 
of the carpenters’ union has been such 
as to secure favorable votes among the 
plumbers and other building trades 
unions looking to a sympathetic strike. 

The weather is too mild for the 
movement of winter goods in the vol- 
ume which could reasonably be expected 
with severe weather. Ice skates are 
probably the one exception to this 
statement, the sale of skates being par- 
ticularly large and is showing no pros- 
pects of stopping at this time. 

Reports from retailers verify the 
earlier understanding that holiday trade 
was excellent. Many stores eclipsed 
previous years in the sales total. Finan- 
cially, it is believed the hardware re- 
tailer is in a very comfortable position 
at this time. Collections would indi- 
cate that he is not crowded for money. 

Automobile Accessories.—The popu- 
lar winter accessories, such as blankets, 
chains and anti-freeze solutions, are not 
as active as they would be were the 
weather more severe, but.a fair amcunt 


of this material is being sold. Prices 
are ruling without change. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: Reliable jacks, No. 46, $2.65 each, 
lots of 10, $2.25 each; No. 1 standard jacks, 
$2.75 each, $32 per doz.; Twin cylinder foot 
pumps, heavy duty, $1.35 each, $15 per doz. 
Simplex jacks, No. 36, $1.75 each, doz. lots 
each, $1.60. Stewart hand horns, $4. Weed 
chains, 30x31%, 25 per cent discount single 
pair lots; 334% per cent discount single lots; 
Rid-O-Skid chains, 25 to 33% per cent off. 
Inner tubes, red, 30x3%, $1.90 each; gray 
tubes, 30x34, $1.50 each. Lyon bumpers, 
No. 105, $10.75; No. 101, $8.25. Bethlehem 
spark plugs, special Ford type, lots of 100, 
36c. each; mica type Bethlehem’ spark 
plugs, 80c. each, 78c. lots of 99, 74c. lots 
of 100 to 499; standard porcelain Bethle- 
hem plugs, 58c. each, 56c. lots of 99, 55c. 
lots of 100 to 499; Hercules Giant plugs, 
60c. all sizes; Hercules Junior plugs, 35c. 
all sizes; Splitdorf plugs, less than 100, 67c. 
each, 100 lots 68c. each; Splitdorf plugs 
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special for Fords, 50c. each, 100 lots 48c. 
each; Champion X plugs, 50c. each, 100 
lots 48c. each; Champion 0 plugs, 58c. each, 


100 lots, 56c. each, 1000 lots 54c. each; 
Champion heavy duty plugs, Dodge type, 
58c. each, lots of 100 56c. each, lots of 


1000 54c. each. 


Axes.—No price declines are looked 
for until at least March 1. Good busi- 
ness has been enjoyed in this item. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $14.50 base; good 
quality black unhandled axes, same weight, 
$13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 

Alarm Clocks.—The reductions of 15 
to 25 per cent just recently made ef- 
fective on alarm clocks has encouraged 
some buying. No further declines are 
expected. 

We quote from jobbers’ stocks, f.o.b. 


Chicago. American, $11.76 doz. lots, case 
lots $11.04 doz.; Blue Bird, $13.20 doz. lots; 


ease lots $12.84; Bunkie $21.48 doz. lots; 
ease lots $20.15; Lookout, $13.20 doz. lots; 
case lots $12.84 doz.; Sleepmeter, $15.12 


doz. lots; case lots $14.64 doz. 


Bicycles and Tires.—Good business 
in these items is expected just as soon 
as the retailer completes his inventory 
and begins to lay plans for spring busi- 
ness. 


Builders’ Hardware.—Factories re- 
port a continuation of the heavy de- 
mand and most all of them are operat- 
ing on a full time basis. The jobber 
is enjoying good business and the re- 
tailer is having a particularly active 
demand for builders’ hardware, consid- 
ering the season. Prices are firm, with 
little prospect of immediate change. 


Cotton Gloves.—Prices are firm and 
sales are of good volume. 

We quote from jobbers’ stocks, 
Chicago: Six oz. knit wrist gloves, 
doz.; 8-oz. knit wrist gloves, $1.45 
10-oz. knit wrist gloves, $1.80 doz. 

Copper Rivets and Burrs.—Price ten- 
dencies on all copper products are 
strong. Copper rivets are active, with 
the possibility of a price advance. 

We quote from jobbers’ stock, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 

Chains.—Prices are holding to the 
prior figure and there is a steady de- 
mand for chains. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8.25 per 


f.0.b. 
$1.20 
doz.; 


100 1lb.; weldless coil chains, 50 per cent 
off list; No. 00 4% electric welded cow 
ties, $2.75 per doz. 


Cutlery.—Stocks are in a decidedly 
depleted condition, owing to the lively 
Christmas demand for cutlery, particu- 
larly pocket knives and razor cutlery. 
The manufacturer is anticipating a 
great deal of business from the ‘*»b- 
ber during the coming weeks, and it 
will not be long before most of the re- 
tailers are actively in the market to 
sort up their stocks. 

Cooking Utensils—Cooking utensils 
are selling in a steady manner and 
prices are without change. 

Eaves Trough and Conductor Pipes.— 
Business is quiet and no change in 
prices has been recorded. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage 3 in. 
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per 100 


corrugated conductor pipe, $4.50 
elbows, 


ft.; corrugated 3 in. conductor 
$1.55 doz. 


Files.—Sales are of a very satisfac- 
tory volume. 

We quote jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off 
list; Black Diamond files, 50-10 per cent 
off list. 

Flint Paper and Cloth.—Prices are at 
the old figure, with a fair amount of 
business being done. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 

Galvanized Ware.—This item con- 
tinues to show a little more strength 
in price, but is not in very heavy de- 
mand. 


Glass.—This has been a very active 
season for glass and the demand is con- 
tinuing much heavier than usual for 
this time of the year. 


from 


We quote from jobbers’ stocks, f.o.b. 
Chicago. Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 


81 per cent off; double strength A, all 
sizes, 83 per cent off; double strength B, 
a'l sizes, 83 per cent off, putty in 100-Ib, 
kits, $4.75. 

Hatchets.—Reductions have encour- 
aged buying. 

We quote from 
Chicago: Size 2, 
hatchets, $6 per doz.; 
$12 doz.; warranted 
$12 doz.; competitive 
hatchets, $8 doz. 

Hammers.—Stocks are said to be 
fairly well depleted, and good business 
is looked for since prices have been re- 
duced. 


We quote from jobbers’ stocks f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 


jobbers’ stocks, f.o.b. 
extra quality broad 
competitive grade, 
shingling hatchets, 
forged shingling 


hammers, $6 to $9 per doz.; cast steel 
hammers, $4 per doz. 
Hickory Handles—This item has 


been in good demand, with every pros- 
pect of continuing so at unchanged 


prices. 
We quote from jobbers’ stocks, f.0.b. 
Chicago. No. 1 hickory axe handles, $3 


doz.: No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white growth second hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 


Hose.—Good business for future de- 
livery in hose is looked for as soon as 
the travelers resume their trips. Prices 
are considered very reasonable at pres- 
ent quotations. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%4c.; %-in. 3-ply good quality 
duck hose, 13%c.: %-in. 4-play good quality 
duck hose, 16c.; %-in. 5-play multiple hose, 
10%e. 

Lawn Mowers.—More interest in this 
item is expected just as soon as the re- 
tailer begins making his plans for 
spring and summer stocks. » 

Lanterns. — Lantern manufacturers 
have made the expected reduction 
looked for after the first of the year. 
The decline approximates 10 per cent 
and revived buying is expected with 
these lower prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast lan- 
terns, $13 doz.; with large founts, $14.25 











per doz.; best tubular lanterns, $8.25 per 
doz.; Competition lanterns, No. 0 tubular, 


$6.90 per doz. 

Ice Skates.—This item has had sur- 
prisingly large sales and ‘he demand is 
keeping up to the present in large vol- 


ume. Prices are the same. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 


or hockey for men and women, $9 pair; 
North Star nickel finish_ racer or hockey 
for men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; clamp hockey, pol- 
ished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners, $1.60 
pair; half key clamp rockers for women 
and girls, $1.10 pair; half key clamp 
hockey for women and girls, $1.51 pair. 


Nuts and Bolts.—The usual demand 


at the same prices is noted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list: small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts, 80 per 
cent off list; all lag screws, 60-10 per cent 
off list. 

Nails—A fair quantity of business 
is being done in nails. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.25 per keg 
base. 

Roller Skates.—Prices having been 
ceduced and the retailer realizing that 
Jemands come early in the spring for 
roller skates, good business is looked 
for from now on. 

We quote from jobbers’ stocks f.o.b. 
Chicago. Boys ball bearing roller skates, 
$1.72 per pair; girls style, $1.82 per pair. 

Rope.—Sisal rope advances of 2 cents 
per lb. over previous quotations are 
noted in this report. The advance is 
due to the recent increases in the Mexi- 
ean export tariff. 


We quote from jobbers’ 
Chicago: Highest quality 
standard brands, 17%c to 18% 
2 manila rope, 16c. ‘to 161 bc. 


f.o.b. 
rope, 
No. 
base 


stocks, 
manila 
4 per lb.; 
per lb. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Jan. 7. 

HE wholesale hardware firms of 

New England have taken inven- 
tory and are putting their houses in 
order for 1922 business. Their sales- 
men have gone on the road and are 
securing some business. In fact, the 
volume of order placing by the retail 
trade has started off very well, all 
things considered. Buying is of a 
guarded character, however, and in a 
majority of cases for stock having an 
immediate outlet. For the average re- 
tail firm does not care to contract for 
fresh supplies until after it has finished 
with inventories. 

The threatened strike of local truck 
drivers on January 1 did not material- 
ize. The drivers voted to strike and re- 
ceived a strike sanction from the pow- 
ers that be, but when it came right 
down to a showdown, the strike was 
indefinitely postponed. The elimination 
of this possible disruption in the move- 
ment of merchandise, together with ad- 
ditional revisions in manufacturers’ 
lists, has created a hopeful attitude of 
the local jobbers in general. It is their 
firm conviction that 1922 will prove a 
satisfactory year both from the stand- 
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so-called hardware grade manila _ rope, 
12%c. lb.; No. 1 sisal rope, highest quality 
standard brands, 14% to 15%c. per Ib. 
base; No. 2 sisal rope, standard brands, 13c. 
to 14c. per Ib. base. 


Steel Goods.—Increased future busi- 
ness is looked for in this department. 


Stove Pipe.—Sales have been of good 
volume and business is continuing on 
a satisfactory basis. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40; 6-in. 
elbows, 30 gage, $1.25; 28 gage, $1.45; 26 
gage, $1.70 per doz. 

Singletrees.—Business has been very 
excellent. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap and varnished sin- 
gletrees, $9 doz.; 48-in. doubletrees, $12 
doz.; 40-in. neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—Prices 
are strong, but no actual change is re- 
ported this week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 lb.; medium 45-55 solder, $21 per 100 
lb.; tinners’ 40-60 solder, $20 per 100 I1b.; 
high speed babbitt metal, $18 per 100 Ib.; 
si, No. 4 babbitt metal, $7 per 100 


Sledges, Mauls and Wedges.—Recent 
price reductions should stimulate busi- 
ness. 


We quote from jobbers’ stocks, f.o.b. 
Chicago. Striking and B.S. sledges, 5 to 16 
lb., $8 per 100 1lb.; wood chopping mauls, 
5 to 8 Ib., $12 per 100 1lb.; common fluted 
wedges, 3 to 6 lb., $7 per 100 Ib. 


Sash Weights.—Decline of $2 per ton 
should help buying for early spring 
building operations. 


We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $36. 

Steel Sheets.—Sales are of a steady 
character, but not of large volume. 


f.0.b. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 lb.; 28 gage black sheets, $4.15 per 
100 Ib. 
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point of volume of goods moved, and 
profits as well. Where price changes 
have been made by the manufacturers, 
the impression has been given that 
further downward readjustments either 
will not be made for a long time, or if 
they are noted a satisfactory adjust- 
ment will be made by the producers. 
Such assurances have created much of 
the confidence existing in distributing 
circles to-day. 

As to the retail merchants, one thing 
is noticeable—the general desire to 
make the store more attractive to cus- 
tomers. In almost all of the stores 
visited recently some sort of a change 
in floor and counter arrangement is 
contemplated. The retail merchant, in 
all probability would not be thinking 
of laying out money on his establish- 
ment if he did not feel it was necessary 
or it would be a good investment on the 
money expended in improvements. 
Stocks in the average retailers’ hands 
are smaller than they have been be- 
fore in years, which makes contem- 
plated rearrangement of store plans a 
comparatively simple matter. 

From the New England manufactur- 
ers’ standpoint, things are looking bet- 
ter in the hardware line. Most of the 
producers have worked off a large per- 
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Stove Boards.—Good business is be- 
ing enjoyed at the old prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz.; 28-in., $16.95 doz.; 30- 
in., $19 doz.; Crystal paper lined stove 
boards, square, 26-in., $8.15 doz.; 28-in., 
$9.10 doz.; 30-in., $10. 80 doz. 

Sash Cord.—No change in price and 
the amount of business is of fair 
volume. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 

Screws.—Buying is on a fairly lib- 
eral basis. 

We quote from jobbers’ stocks, f.o.b. 
Chicago. Flat head bright screws, 80-10-10 
per cent off list; round head blued, 77%- 
10-10 per cent off list; flat head brass, 75- 
10-10 per cent off list; round head brass, 
7214-10-10 per cent off list; japanned, 72%- 
10-10 per cent off list. 

Sporting Goods.—With new prices 
going into effect and the time for spring 
business approaching, good sales of 
sporting goods are looked for in the 
2oming weeks. 


Traps.—Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. 0 Oneida Jump. $2.37; 


No. 1 Oneida Jump, $2.75; 1% Oneida 


Jump, $4.12; No. 0 Triumeh, ‘$1. toe 2 
Triumph, $2.01; No. 5l* Triumph, $3.05; 
No. 115X Clutch, $3.25 


Wire Raines are as they 
were reduced last week, and a good 
amount of business is being enjoyed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire $3 per 
100 lb.; galvanized barb wire, $3.90 per 100 
lb.; 12 mesh black painted wire cloth, $1.90 
per 100 sq. ft., poultry netting 56 per cent 
off; galvanized after weaving 51 per cent 
off; catch weight spool galvanized cattle 
wire, $3.90 per 100 Ib.; 80 rod spool gal- 
vanized hog wire, $3.40 per spool; No. 
galvanized plain wire, $3.50 per 100 Ib. 


centage of high inventoried raw ma- 
terial or have taken their loss other- 
wise. Most of them seem to feel there 
must be a further readjustment in 
wages of labor, but not right away. 
In fact, the readjustment of wages 
will be very slow, in the opinion of 
most production men, and so gradual 
as to be hardly noticeable. Most man- 
ufacturing hardware plants are gradu- 
ally increasing operating hours. The 
working classes are saving their 
money, thereby building up a tremen- 
dous buying power that is bound to as- 
sert itself sooner or later. 

Air Rifles—The Daisy Mfg. Co., 
Plymouth, Mich., has issued a new list 
on air rifles which shows a moderate 
decline. The sale of this class of mer- 
chandise in the New England district, 
prior to Christmas, was excellent, and 
local stocks have been materially re- 
duced, according to the jobbers. With 
prices down and local stocks small 
there is every reason to anticipate a 
favorable outlook in this department 


of the hardware market. 
We quote from Boston jobbers’ stocks: 
Daisy .air rifles, No. 11, 350 shot, $16 per 
dozen; No. 12, single shot, $12 per dozen 
No. 30, 500 shot, $20 per dozen; No. 25, 
pump gun, $40 per dozen. 


Automobile Accessories.—The policy 
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of the manufacturers of A C plugs to 
retain prices, as announced last week, 
has not been followed by some of the 
other spark plug makers. For instance, 
the makers of Champion plugs an- 
nounces a 10 per cent reduction in 
prices and Splitdorf plugs also are 
slightly lower. One of the manufac- 
turers of automobile windshield clean- 
ers has cut prices 25 per cent. Other- 
wise quotations on standard lines of 
automobile accessories show little 
change. 

Jobbers report a light demand for ac- 
cessories in general, but additional 
snows and ice have stimulated the con- 
sumption of chains. While going busi- 
ness is quiet at the moment, the out- 
look for 1922 is generally considered 
bright. It is believed retail hardware 
dealers throughout New England this 
year intend to make more of their ac- 
cessory departments. This does not 
mean that greater assortments will be 
carried, but the idea with most of the 
retailers is to carry large supplies of 
standard popular selling accessories. 


Bolts and Nuts.—Some irregularity 
in prices, as quoted by the jobbing 
trade, is noted in the market for bolts 
and nuts, but generally speaking, the 
price situation is very much more set- 
tled than it was a month ago. Efforts 
on the part of some jobbers to break 
mill prices have been unavailing, and 
the impression has gone abroad that 
the decline in values has been checked, 
at least for the time being. The de- 
mand for bolts and nuts, although not 
active, is better than it was during the 
last two weeks of December. 

We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount, larger and longer, 60 per 
cent discount; with C T D nuts, 50 and 10 
per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for 
hexagon heads; common carriage bolts, 50 
and 10 per cent discount; stove bolts, 75 
and 10 per cent discount; bolt ends, 60 
per cent discount; tire bolts, 60 per cent 
discount. 

Nuts, H P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount, larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 25 
per cent discount. 

Builders’ Hardware.—Some of the 
buyers of large lots of builders’ hard- 
ware express surprise at the situation 
in builders’ hardware. Inquiries for 
large lots have developed the fact that 
manufacturers are extremely busy, 
plants running full time in most in- 
stances, and guaranteed delivery dates 
are quite extended. It appears that 
the manufacturers of builders’ hard- 
ware did not accumulate stock back in 
1921 when the market was going 
against them; consequently, with im- 
proved business conditions, they are 
getting more orders than they can 
handle for prompt shipment. In New 
England the outlook for home building 
and other construction next spring is 
exceedingly bright, and, because of 
this fact, quite a number of the retail 
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hardware dealers are increasing their 
orders for builders’ hardware. Retail 
stocks were greatly depleted in 1920 
and 1921, which accounts for the size 
of some of the orders placed with man- 
ufacturers recently. 


Carpet Sweepers.—Leading makers 
of carpet sweepers are out with new 
price lists, which show an average de- 
cline of approximately $4 per dozen. 
Jobbers are of the opinion that some 
of those retail hardware dealers whose 
stocks are depleted and who have been 
holding off in anticipation of lower 
prices will now cover their require- 
ments. 

We quote from Boston jobbers’ stocks: 

American queen, ball bearing, $50 per 
dozen; Universal, cyco bearing, Japan, $38 
per dozen; nickeled, $42; Grand Rapids, ball 
bearing, Japan, $40; nickeled, $44; Stand- 
ard, ball bearing, Japan, $36. 

Cutlery.—Anticipated price changes 
in cutlery are developing slower than 
retail and wholesale hardware dealers 
expected. It was generally believed 
there would be a general revision Janu- 
ary 1, but the only change noted in 
this market is a reduction of approxi- 
mately 10 per cent in the Compton line 
of shears. Local jobbers’ stocks of 
cutlery are small, thanks to a rush of 
business in the closing days of last 
year. Future requirement orders are 
being placed with caution, however, 
and generally only on those lines that 
have been reduced in price. 


Firearms.—The Harrington & Rich- 
ardson Arms Co., Worcester, Mass., is 
out with a new list on firearms, which 
shows a slight decline in prices for 
solid frame double action revolvers. 
Otherwise little change is noted. The 
Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass., also has issued a 
new list on firearms, which places 
safety automatic revolvers on an $8 
base, safety hammerless automatics on 
an $8.75 base and solid frame, double 
action revolvers on a $3.50 base. The 
company anticipates no further de- 
crease in quotations for revolvers or 
guns during 1922, but, in the event of 
changes being made, prices are guar- 
anteed against a decline. 


Iron and Steel.—While the demand is 
still limited, it is sufficiently better than 
it was during the last two weeks of 
December to give jobbing houses con- 
siderable encouragement. Consumers’ 
stocks are believed to be small, local 
jobbers’ stocks certainly are not ex- 
cessive, and prices as quoted by the 
mills appear quite steady. Fundamen- 
tal market conditions, therefore, are 
sound, and naturally the hardware 
trade is looking forward to better busi- 
ness conditions before the end of an- 
other month. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.711%4 per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron rounds, $5.50, base. 

Steel.—Soft steel bars, $2.711%4 per 100 Ib. 
base; flat, $3.21%; concrete bars, plain, 
$2.714%4; angles, channels and _ beams, 
$2.71%; tire steel, $4 to $4.40; open-hearth 
spring steel, $4.50; crucible spring steel, 
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$11.50; steel bands, $3.3114 to $3.78; steel 
hoops, $3.31%; cold rolled steel, $3.55 to 
$4.05; toe calk steel, $5. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1099 lb. of a size, lfc. 


Lamps and Lanterns.—One of the 
large western manufacturers of elec- 
tric lamps and lanterns is out with a 
new list which shows a slight decline. 
The Delta Electric Co. line of electric 
lanterns and automobile spotlights, 
models 10, 1 and 7, in any quantity, are 
now quoted at 40 per cent discount. 
Bicycle and vehicle lamps, models 80, 
27, 27a, 38, 39 and 32 are now quoted 
at 33 1-3 per cent discount. 


Nails.—The only feature in the mar- 
ket for nails the past week was a de- 
cline of 80 cents per keg in galvanized 
cut nails to $7.50 per keg, base, made 
by a few jobbing houses. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.75 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.85 per keg base; in 


less than car lots, $3.10 per keg base; cut 
base; galvanized cut 


nails, $4.25 per keg, 
nails, $7.50, base. Tremont schedule of 
extras same as heretofore. 


Poultry Supplies—New prices have 
been issued on poultry netting staples, 
which show a slight decline. During the 
past week Boston held a poultry show 
and it was a success from every angle. 
More people attended the show and 
placed orders for poultry supplies than 
ever before in the history of such ex- 
hibitions. The consensus of opinion at 
the show was that 1922 sales of poultry 
supplies will break all previous records. 
As a matter of fact more business has 
been placed so far this month than for 
any corresponding period in years past. 
Local jobbing houses are taking advan- 
tage of the improved business condi- 
tions and pushing sales. They report 
retail] hardware dealers as showing a 
lively interest. 

The New Jersey Wire Cloth Co., Boston 


office, quotes poultry netting as follows: 
From the works, galvanized, standard 
bales, 50 per cent discount; 25 or more 
bales, 50 and 5 per cent discount. 
We quote from Boston jobbers’ stocks. 
Staples, poultry netting, 100 Ib. kegs, 
$5.35; 10 lb. kegs, $6.35 per 100 Ib.; 1 Ib. 


papers, $7.35 per 100 Ib. 

Rope.—The local market on sisal rope 
has advanced 2 cents per Ib., bringing 
the average quotation up to 17 cents. 
The Manila rope market is unchanged. 
The sisal situation in Mexico has re- 
cently changed. The Mexican govern- 
ment recently placed an extra tax of 
2% cents a lb. on this product, and, in 
addition, a law has been passed which 
enforces a 50 per cent reduction in the 
crop. The advance in the local market 
this week is easily explained, there- 
fore. In connection with the rope man- 
ufacturing industry it is irfteresting to 
note that some improvement has been 
noticed recently by the manufacturers 
in this section of the country, and that 
the plants of the Plymouth Cordage 
Co., Plymouth, Mass., which were op- 
erating on a 40-hour per week basis in 
October, have increased to a 44-hour 
week basis. The company is manufac- 
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turing at about 63 per cent of capacity. 
The company’s output of binder twine 
has been about 70,000,000 lb., and it is 
expected a like amount will be pro- 
duced this year. Sales in Argentine, 
where a large amount of binder twine 
was carried over, amounted to practi- 
cally nothing this season. No price 
will be set on binder twine until March 
or April, when buying begins for the 
harvest in this country and abroad. 


We quote from jobbers’ stocks: Manila 
rope,. 20c. per tb. Sisal rope, 17c. per Ib., 
base. 


Shovels.— The manufacturers. of 
Ames shovels and other makers of 
similar goods have advanced prices $2 
per dozen. This action came as a com- 


Office of HARDWARE AGE 
1002 Park Building, 
Pittsburgh, Jan. 9. 

WISE Providence has made it im- 

possible for man to pierce very far 
into the future, and while none of us 
can tell just what is going to happen 
to business in the year on which we 
have just entered, it is the strong opin- 
ion that 1922 will be a better business 
year in every way than the one just 
closed. Many good reasons can be ad- 
vanced for this belief, and some of them 
are practically beyond dispute or argu- 
ment. 

The first, and perhaps the most im- 
portant, of these reasons as set forth 
is that stocks of steel of all kinds are 
at the lowest ebb now that has been 
known for many years. It is an abso- 
lute fact that the consumption of the 
different steel products during the last 
six or eight months in 1921 was much 
larger than output, stocks having been 
under a steady drain for that period. 
When the demand for steel products 
gets going again, and this will be in 
the very near future, it is believed that 
the blast furnaces and steel mills will 
soon get up a 60 or 65 per cent basis 
of operations, the rate at the end of 
1921 having been only about 35 to 40 
per cent. 

The output of pig iron and steel in 
1921 showed an almost pitiable falling 
off as compared with 1920, and previous 
years. The output of pig iron by all 
the blast furnaces in the United States 
last year was much less than half what 
it was the year before, blast furnaces 
in operation in the early summer of 
1921 being only about 25 per cent of 
the total number. There was steady 
improvement in operations of the fur- 
naces in the last four months of the 
year, and 1921 closed with 125 blast 
furnaces operating, out of a total of 
418 stacks in the entire country. 

The output of semi-finished steel in 
this country in 1921 also showed a 
great falling off as compared with pre- 
vious years. Advance figures show that 
the total output of steel ingots in 1921 
was about 19,000,000 tons, against an 
output of nearly 41,000,000 tons in 
1920. These figures graphically show 
the tremendous falling off in the steel 
business in 1921 as compared with 


plete surprise to the local jobbing 
trade, and, while it is a little early to 
indicate its effect upon the market, 
buying at the moment has dwindled to 
very small proportions. 

Wire Cloth.—Local sales of wire 
cloth hold up remarkably strong and 
there is every indication that the ag- 
gregate value of business placed in 
New England during 1922 will break all 
former records. 

The New Jersey Wire Cloth Co., “Boston 
office, quotes wire cloth as follows: 

Black, standard rolls, 24 to 48-in. wide, 
from the mill, $2 per 100 sq. ft., f.0.b. 
Pittsburgh; narrower than 24-in., 10c. per 
100 sq. ft. extra; wider than 48-in., 64-in. 
and 60-in., 50c. per 100 sq. ft. extra. From 
the store, 12 mesh, $2.15 plus the Pitts- 
burgh freight. 


PITTSBURGH 


1920, the latter being one of the best 
years that the steel trade has ever 
known. 

The immediate course of the steel 
market in 1922 in the matter of de- 
mand and prices is very hard to pre- 
dict, but there seems to be no doubt 
but that it will show a larger output, 
but the average of prices during this 
year will likely be low, probably con- 
siderably lower than the average of 
prices during 1921. The one great 
question that comes up in trying to 
forecast the future is, when are the 
railroads going to start to buy the ma- 
terials that they so badly need. There 
is not a railroad in the country that 
does not need locomotives, steel rails, 
passenger and freight cars, and the 
other equipment that goes with the 
first class maintenance of a railroad, 
and once the railroads do start to buy, 
then there will be genuine activity in 
the steel trade, that ought to last for 
some years. 

A large independent steel maker was 
quoted the other day as saying that 
very little money would be made in the 
steel business in 1922, and he was likely 
right. At the same time, there will 
not be the heavy deficits in operations 
that were shown last year, especially in 
the last two quarters of 1921. If the 
steel companies can break even this 
year, or perhaps show even slight earn- 
ings, it will be a much better record 
than they made in the year just closed. 

A present encouraging feature of the 
steel situation is that the railroads 
have been in the market in the last 
month or so for cars, and at present 
there are some good-sized orders in the 
market. The Chicago, Burlington & 
Quincy has practically closed for about 
7500 cars of various types, the Sea- 
board Air Line has bought heavily of 
cars and locomotives, the Illinois Cen- 
tral is buying about 2500 cars, and 
other leading railroads are in the mar- 
ket for both cars and locomotives for 
early delivery. There also has been 
some good buying of steel rails for de- 
livery early this year, so that already 
the railroads have made a pretty fair 
start in buying equipment. 

There will not be much addition made 
in 1922 to pig iron and steel capacity 
if present plans hold through the 








Galvanized, 14-mesh, from the store, 
standard rolls, $3.15 per 100 sq. ft. plus the 
Pittsburgh freight; from the works, $3 plus 
the Pittsburgh freight. 

Standard hardware cloth, from the works, 
24 to 48-in., 2-mesh, $4.50 per 100 sq. ft.; 
3-mesh, $4.75; 4 and 5-mesh, $5; 6-megh, 
$5.75, freight adjusted to f.o.b. Pittsburgh; 
narrower than 24-in., 25c. per 100 sq. ft. 
extra; wider than 48-in., 54, 60 and 72-in., 
25c. per 100 sq. ft. extra. From the store 
24 to 48-in., 2-mesh, $4.75; 3-mesh, $5; 4 
and 5-mesh, $5.25; 6-mesh, $5.50; 8-mesh, 
$6 plus the Pittsburgh freight. 

Zinc.—The market for sheet zine 
continues weak, it now being quoted at 
10 cents per lb., base, in large casks, 
as against 101-2 cents heretofore. 
The drop of 1-2 cent, announced this 
week, makes a total drop of 2 cents 
per lb. since November 1. 


year. On Jan. 1 only two new blast 
furnaces were contemplated for this 
year, while in steel, the only new 
open hearth furnaces that are planned 
for this year are six 75-ton furnaces to 
be built by several independent steel 
companies. So much new capacity was 
added to the blast furnaces and steel 
works during the war, and even up to 
last year, that it is going to take the 
country some little time to catch up to 
this new capacity. 

Price changes in the steel trade in 
the week under review were very slight. 
In the local markets there were practi- 
cally no changes in prices, but in the 
South there was a further decline of 
about 50 cents per ton in pig iron, 
Prices on some of the heavier steel 
products such as plates, shapes and 
steel bars are none too firm just now, 
but there have been no intimations as 
yet from any of the steel companies 
that they contemplate any changes in 
their prices. 

Taken as a whole, the steel trade has 
entered the new year firmly imbued 
with the thought that 1922 will be a 
better year than 1921, profits may not 
be burdensome, but there will not be 
the heavy losses that marked the year 
just closed. 

In the hardware trade, the outlook 
is regarded as far and away for a 
better year in 1922 in every way 
than the year just closed. In the first 
place, liquidation has been pretty well 
completed, and while there will still be 
declines in prices, 1922 will not be 
marked by the violent reductions in 
prices that marked the last half of 
1921. Prices on many lines of goods 
carried by the hardware trade have 
declined to the point where further 
declines are not likely unless there 
should be further savings effected in 
costs by reason of lower freight rates, 
lower rates of wages and further cuts 
in overheads. This last is not certain, 
as during 1921 overhead was cut to a 
minimum in every way that it could 
be done. 

Local hardware jobbers and retailers 
hold an optimistic view as regards the 
outlook for this year. They say they 
do not expect a “boom” year, nor do 
they want it. What is best for the 
trade is a gradual recovery in demand, 
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better stabilization in prices and a 
heavier demand for goods this year 
than we had in 1921. These three de- 
sires are more than likely to be rea- 
lized, and if so, the trade will be well 
satisfied in every way. 

There is one thing that is ahead of 
every man in business this year, 
whether it is hardware or any other 
line, and that is hard work and plenty 
of it. The customer is now on the 
throne, and unless the merchant can 
satisfy him in prices, quality and deliv- 
ery he is not going to get his order, 
but it will go to his competitor who can 
supply these, and when the customer 
‘wants them. The manufacturer and the 
jobber have passed out as the dictator, 
and the balance of power is now with 
the consumer. Goods can be had 
promptly, and there will be no trouble 
on the part of the merchant to give his 
customer what he wants promptly, but 
the matter of prices is up to the dealer, 
and he will find competition keener this 
year than probably ever before in the 
history of his business. 

Price changes in hardware in the 
past week have been quite numerous, 
and almost entirely in the direction of 
Jower values. Most of these changes 
in prices were made on the smaller 
{tems of hardware, but there were two 
notable advances, these being on 
shovels which were advanced $2 per 
doz., on Jan. 1, and on the Continental 
make of screen doors, the latter to go 
into effect on Jan. 14, the exact amount 
of the advance not yet being given out. 
‘With these numerous reductions in 
prices, several leading jobbers have 
stated that in their opinion the retail 
hardware man is fairly safe in buying 
ahead on at least some items. It is 
‘believed that prices on many hardware 
lines cannot go lower than they are 
now, and if there is any further reduc- 
tion made it will be slight. 

The jobbing and retail hardware 
trade is looking hopefully into the new 
year in the faith that it holds better 
things in store for them, than were 
given them by the year that has just 
passed. 

Automobile Accessories.—Dealers re- 
port that sales are light, and that 
prices are only fairly steady. Not 
much improvement is looked for in the 
near future. 


Jobbers quote from stocks, f. 0. b. Pitts- 
burgh, about as follows: Reliance jacks, 
No. 1, $2.33; No. 2, $3.33, in lots of 12; A. 
c. Titan spark plugs, 65c. in lots up to 10, 
and 58c. in lots of from 10 to 100; Derf 
spark plugs, 96c. each for all sizes, in lots 
Jess than 50; Champion X, 50c. each for 
jess than 100 and 48c. each for over 100; 
Champion regular, 58c. each for less than 
100, all sizes, and 56c. each for over 100. 

Aluminum Ware.—The weakness in 
prices that has existed in the aluminum 
ware market for some time has cul- 
minated in a general reduction in prices 
on all makes of kitchen ware both in 
cast and spun of 20 to 30 per cent. A 
reduction in prices has been forecasted 
for some time, due largely to the dull 
demand and the lowering of prices on 


other grades of kitchen ware. 


Ammunition.—There has been a 
slight reduction in prices. Jobbers are 
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now quoting rim fire cartridges at 25 
per cent off list, center fire 15 off list, 
and loaded shells 25 per cent off list. 
Air Rifles.—Prices on the King make 
of air rifles have been reduced. These 
are now quoted at $12.00 per doz., for 
the No. 21, $20.00 per doz., for the No. 
4, and $22.00 per doz., for the No. 5. 
Similar reductions in prices have been 
made on the Daisy brand of air rifles. 


Bolts and Nuts.—Nothing new to re- 
port in bolts and nuts with the excep- 
tion that buyers are more anxious than 
for some time to get prompt shipments, 
and for this reason it is believed that 
stocks in the hands of jobbers and con- 
sumers are light and must soon be 
replenished to considerable extent. It is 
also said that prices are showing more 
firmness than for some time. Local 
jobbers continue to quote on orders 
from stock as follows: 


Large structural and ship rivets, $2.25 
to $2.40 base; large boiler rivets, $2.35 to 
$2.50 base; small rivets, 70, 10 and 5 to 70, 
10 and 10 per cent off list. Machine bolts, 
small, rolled threads, 70, 10 and 5 to 70, 10 
and 7% per cent off list. Machine bolts 
small, cut threads, 70 and 5 to 70 and 10 
per cent off list. Machine bolts, larger and 


longer, 65, 10 and 5 to 70 and 10 per cent 
off list. Carriage bolts, % in. x 6 in.: 
Smaller and shorter rolled thread, 65, 10 


and 10 per cent off list. Cut threads, 65 
and 10 to 70 per cent off list. Longer and 
larger sizes, 65 and 10 to 70 per cent off 
list. Lag bolts, 70 and 10 to 70, 10 and 5 
per cent off list. Plow bolts, Nos. 1, 2 and 
3 heads, 60 and 10 per cent off list. Other 
style heads, 20 per cent extra. Machine 
bolts, ¢c.p.c. and t. nuts, *% in. x 4 in.; 
Smaller and shorter, 65 and 5 per cent off 
list. Larger and longer sizes, 65 per cent 
off list. Hot pressed sq. or hex. blank nuts, 
$5.50 off list. Hot pressed nuts, tapped, 
$5.00 to $5.25 off list. C.p.c. and t. sq. or 
hex. blank nuts, $5.25 off list. C.p.c. and t. 
sq. or hex. blank nuts, tapped, $5 00 off list. 
Semi-finished hex. nuts: 4 in. to 9/16 in., 
inclusive, 80, 10 and 10 per cent off list; 
small sizes S. A. E., 80, 10, 10 and 10 per 
cent off list; 5% in. to 1 in., inclusive, U. 
S. S. and S. A. E., 70. 10, 10 and 10 per 
Stove bolts in packages, 80, 
list. Stove bolts in 


cent off list. 
10 and 5 per cent off 


bulk, 80, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carlo2zds, 3.25c. to 3.50c. base. Track 


bolts, less than carloads, 4.25c. to 4.50c. 

Upset Square and Hex. Head Cap Screws. 
—¥'% in. and under, 75 and 10 to 80 and 10 
per cent off list: 9/16 in. to % in., 75 and 
10 to 80 and 10 per cent off list. 

Upset Set Screws.—% in. and under, 80, 
10 and 5 to 85 per cent off list; 9/16 to 
% in., 80, 10 and 5 to 85 per cent off list. 

Milled Square and Hex. Cap Screws.— 
All sizes, 70 and 10 per cent off list. 

Mill Set Screws.—All sizes, 70, 10 and 5 
per cent off list. 

Small lots take 10 to 20 per cent advance 
over above prices. 


Carpet Sweepers.—The Bissell Car- 
pet Sweeper Co., Grand Rapids, Mich., 
has announced an average reduction of 
$4 per doz. on its lines of carpet 
sweepers, known as the Elite and Uni- 
versal makes. 

Iron and Steel Bars.—The new de- 
mand is still for small lots to cover ac- 
tual needs, there being no desire on the 
part of the trade as yet to anticipate. 
Prices on steel bars have settled down 
to 1.50 cents at mill in fairly large 
lots, and common iron bars rolled by 
Eastern mills are 1.50 cents Pittsburgh 


delivery. 


We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforc- 
rolled 1.45¢. to 


ing bars, from old rails, 


1.50¢.; refined iron bars, 2c. to 2.25c. in car- 
loads f.o b. mill, Pittsburgh. 

Lanterns. —R. E. Dietz & Co., New 
York, has announced a reduction in 
prices on certain makes of its lanterns. 
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Local jobbers now quote Monarch at 
$8.25 per doz., Junior $6 per doz., and 
Blizzard, $13.00 per doz. 


Pitcher Pumps.—There has been a 
reduction in prices on cast iron pitcher 
pumps. Local jobbers now quote No. 1 
at $2.20 each, No. 2 $2.30, and No. 3 
$2.60 each. 


Revolvers.—There has been a slight 
reduction in prices on the Iver Johnson 
make of revolvers, amounting to about 
10 per cent. Local jobbers now quote 
the Johnson automatic hammer at $8.00 
each and the Johnson hammerless at 
$8.75 each. 


Shovels.—Effective on Jan. 1, there 
was a general advance of $2 per doz., 
in prices on all grades of shovels, 
spades and scoops. This makes the new 
price on fourth grade polished goods, 
$10.50 per doz., with the same pro rata 
advance on all other goods. Makers 
say in explanation of this advance, that 
for a long time they have been making 
their goods at an absolute loss, and that 
higher prices were absolutely neces- 
sary. 


Screen Doors.—The Continental Co., 
Detroit, has announced that on Jan. 14 
next, all present prices on Continental 
screen doors will be withdrawn, and 
that a slight advance in prices will go 
into effect. The exact amount of the 
coming advance has not been given out 
at this writing. 

Shot Guns.—New and lower prices 
on shot guns have been announced by 
the Ithaca Gun Co., the A. H. Fox Gun 
Co., the Hunter Arms Co., and the 
Winchester Repeating Arms Co. There 
is no uniformity on the reductions 
made by the different companies, but 
they will average about 74 per cent. 


Sheets—No important change to 
note in the sheet market. Many mills 
were closed during the holidays for in- 
ventory and repairs, but are again in 
operation to about 50 to 60 per cent 
of capacity. The American Sheet & 
Tin Plate Co., is running to about 65 
per cent. A fair amount of new busi- 
ness has been placed with the mills for 
delivery in the first quarter of next 
year, but as a rule, buyers are placing 
orders mostly for actual needs only. 
Prices are reported as holding firm on 
the small amount of new business that 
is coming out. 

Jobbers continue to quote sheets for de- 
livery from stock, f.o.b. Pittsburgh, as 
follows: Blue annealed sheets, 2.75c. to 3c.; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in smal! lots from store. Prices 
quoted depend largely on the size of the 
order. 

Wire Products.—Local makers deny 
strongly that any shading is being done 
in prices on wire nails, despite persist- 
ent reports to the contrary. One lead- 
ing local mill that makes wire nails, 
reports that it has turned away a large 
amount of offered business on which it 
refused absolutely to shade the $2.50 
price. The new demand is slow, and 
almost entirely for small lots to meet 
current needs. Several mills say they 
have plenty of contracts on their books 
for wire and wire nails, but they are 
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unable to get specifications against 
these contracts. Jobbers continue to 
quote from stock, f.o.b. Pittsburgh, as 
follows: 

Wire nails, $2.75 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.50 per 100 lb.; annealed fence wire, Nos. 


Office of HarDWARE AGE, 
538 Guardian Building, 
Cleveland, Jan. 9, 1922. 


RAVELING salesmen for local job- 

bing houses are getting back on 
the road after holding annual meetings 
at their stores during the holidays. 
During some of these meetings the 
business outlook was discussed and the 
general feeling among the traveling 
men seemed to be optimistic. Stocks 
in retailers’ hands are generally low 
and while dealers are not inclined to 
stock up heavily, a fair volume of buy- 
ing is expected in the next two or three 
months. While a few lines of merchan- 
dise have sold fairly well for spring 
delivery, particularly poultry netting 
and wire cloth, the aggregate orders 
for seasonable goods for spring have 
been rather light and some lines have 
as yet hardly commenced to move. How- 
ever, this was to be expected with a de- 
clining market. With salesmen off the 
road, jobbers’ business during the holi- 
day period was confined mostly to di- 
rect mail orders, but city sales kept up 
in fair volume. 

Business with the Cleveland retail 
dealers since Christmas has been sur- 
prisingly good and some of the mer- 
chants in the outlying districts who 
were complaining of dullness a month 
ago, are satisfied with the present vol- 
ume of sales. Local retailers did a 
very good amount of business during 
the holidays in essential medium priced 
merchandise, but the higher priced 
goods, more in the line of luxuries, did 
not move so well. 

The outlook in some manufacturing 
lines has improved. The Peck, Stow & 
Wilcox Co. reports that it is now oper- 
ating its Cleveland plant at full capac- 
ity on actual orders, largely for build- 
ers’ hardware. 

As was to be expected, many impor- 
tant price changes were made at the 
beginning of the year. These included 
some makes of builders’ hardware, ra- 
diation, some lines of guns and revol- 
vers, furnace pipe and fittings, stove 
pipe and elbows, malleable and cast 
iron fittings, soil pipe and wringers and 
some lines of carpenters’ tools and 
wrenches. 

Automobile Tires and Accessories.— 
Prices on Champion spark plugs have 
been reduced about 10 per cent. No 
other price changes on accessories have 
so far been reported this year. Tires 
and accessories have moved rather 
slowly the past week or two but the 
trade is looking for an improvement. 

We quote from jobbers’ stocks, f.o.b. 
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6 to 9, $2.50; galvanized wire, $3.00; gal- 
vanized barbed wire, $3.25, galvanized fence 
staples, $2.25; painted barbed wire, $2.75; 
polished fence staples, $1.75; cement coated 
nails, per count keg, $2.25 to $2.35; these 
prices being subject to the usual advance 
for the smaller trade, all f.o.b. Pittsburgh, 
freight added to point of delivery, terms 69 
days, net, less 2 per cent off for cash in 10 
days. Discounts on woven-wire fencing 
are 68 to 7014 per cent off list for carload 


CLEVELAND 


Cleveland: Reliance jacks, No. 1, $2.33, No. 
2, $3.33, in lots of 12; Derf spark plugs, 96c. 
each for all sizes in lots less than 50; 
Champion X spark plugs, 45¢. each for less 
than 100 and 43c. each for over 100; 
Champion regular 53c. each for less than 
100, all sizes and 50c. each for over 100. 


Axes.—Although the season is pretty 
well over, jobbing houses are still get- 
ting quite a few orders for axes. 


Jobbers quote, f.o.b. Cleveland: First 
grade single bitted axes, handled, $21 per 
doz.; unhandled, $17 per doz.; double bitted 
axes, handled, $26.50 per doz.; unhandled, 
$22.50 per doz.; second grade axes, single 
bitted, handled, $19 per doz.; unhandled, 
$16 per doz.; double bitted, handled, $24 
per doz.; unhandled, $21 per doz. 


Barbed Wire.—There is little activity 
in barbed wire, but with the recent re- 
duction in prices, jobbing houses expect 
a fair buying movement. 


Jobbers quote, f.o.b. Cleveland, as fol- 
lows: Galvanized barbed wire, ‘catch 
weight’? spools, $3.65 per 100 lbs.; 80 rod 
spools, $3.25 for cattle wire, $3.50 for hog 
wire and $2.50 for American special. For 
mill shipment jobbers quote galvanized 
barbed wire at $3.50 per 100 lbs. for less 
than car load lots and $3.25 for car load 
lots. 

Bolts and Nuts.—Sales of bolts and 
nuts by jobbing houses are light. Both 
manufacturers’ and jobbers’ prices are 
firm. 

Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 and 
5 per cent off list; carriage bolts, large and 
small, cut thread, 65 per cent off list; stove 
bolts, 75, 10 and 5 per cent off list. 


Box Strapping.—A 25 per cent re- 
duction has been made in the price of 
box strapping. 


Jobbers quote %-in. strapping at 90c. 
per hundred foot coil. 


Builders’ Hardware.—Sargent & Co. 
have made a price reduction of about 
16 per cent on a majority of their items 
in builders’ hardware. 

Carpenters’ Tools.—Price reductions 
of about 10 per cent have been made 
on hammers and hatchets and from 5 
to 10 per cent on chisels and auger bits. 
These reductions apply to nearly all 
makes. 


Electric Irons.—A price reduction of 
$1 each has been made on the American 
Beauty electric irons, the new retaii 
selling price being $7.50 each. 


Fence.—Although changes in fence 
prices usually follow nail and wire 
prices, mills have so far made no 
change in the price of fence since the 
recent reduction in prices on wire prod- 
ucts, 


Jobbers quote fence, f.o.b. Pittsburgh, at 
68 per cent off list for car lots for mill 
shipment and 67 per cent off list for less 
than car lots. 


Furnace Pipe and Fittings.—Prices 
on furnace pipe and fittings have been 
reduced 25 per cent. These are now 
quoted to the retailers at 55 per cent 
off list. 
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lots, 67 to 69% per cent for 1000-rod lots, 
and 66 to 68% per cent for small lots, f.0.b. 
Pittsburgh. 


Velocipedes.—There has been a slight 
reduction made in prices on some 
makes of velocipedes, but the exact 
amount is not yet known. The new 
prices will likely be out for our next 


report. 








Fittings.—A price reduction of 5 per 
cent has been made on malleable and 
cast iron fittings. 

Galvanized Ware.—The demand for 
galvanized ware is holding up fairly 
well and regular prices are being well 
maintained. 

Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment; No. i 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $18.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 

Grindstones.—Very few grindstones 
have been sold for spring delivery and 
manufacturers do not look for much 
business until the early spring. Prices 
named by the Cleveland Stone Co. are 
15 to 25 per cent lower than last year 
on all kinds of grindstones. 


Guns and Revolvers.—The new year 
brought several price changes. Colt 
revolvers were reduced 25 to 30 per 
cent; Iver Johnson revolvers about 20 
per cent and Parker shotguns about 20 
per cent. With the price changes, the 
retail selling price on the Colt 32 cali- 
ber auomatic revolver has been reduced 
from $25 to $19.50 and the 25 caliber 
from $20.50 to $16.50. 


Handles.—There is little call at pres- 
ent for handles and prices are un- 
changed. 

Jobbers quote, f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.; XXX grade, $4.35 per 
doz.; XX grade, $3.60 per doz.; X grade, 
$3 per doz. 

American Fork & Hoe Co.’s wood ‘D’’ 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “D’? grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4.56 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%4-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz.: 
414-ft., $4.60 per doz. 


Levels.—Levels are moving rather 
slowly with no recent change in prices. 


Jubbers quote tevels as follows, f.o.b. 
Cleveland: No. 0, cherry, non-adjustable 
plumbs and levels, $11.50 per doz.; same, 
adjustable, with brass trimmings, $20 per 
loz.; No. 93, mahogany levels, adjustable 
and brass bound, 24-in., $2.89 each; 26-in., 
$3.13; 28-in., $3.26; 30-in., $3.40. 

Lanterns.— A _ price reduction of 
about 10 per cent was made on lanterns 


Jan. 1. 


Oil Cook Stoves.—A better volume of 
activity in oil cook stoves is expected 
shortly as sales for spring delivery 
have so far been light. 


Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Nails and Wire.—There has not been 
much activity in nails and wire since 
the recent price reduction, but it is be- 














a a 


beet AS 


ie a. a 


Oona a And 


nm 


















January 12, 1922 


Iron and Soft Steel Bars 





Bow Annealed—Black 
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Tin Plates 
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Babbitt Metal 


and Shapes Soft Steel Bright Tin Best grade, per Ib............ 80¢ 
Bars: Per Ib. O. R., Blued Stove ine, Tae Commercial grade, per Ib.....40¢ 
Refined Iron, base price. ..2.68¢ One Pass, Pipe Sheet Charcoal Charcoal Grade Dy pet Wise ccssccccecs 35¢ 
Swedish Bars, base price. .10.00¢ Per lb. _—Per Ib. 14x20 14x20 
Nos. 18 and 20........ 3.80@..... Antimony 
Soft Steel: Nos. 22 and 24.......3.85@4.10¢ | Pe $10.00 $ 8.50 BEE cacceesne eeesces 6% @6%¢ 
% to 1% in. round, and No. 26 3.90@4.15¢ BP kksaexas 11.25 10,00 
‘ <i NO, 26. ccccccccccees edd @4. nn 
eer. See Mayeteres? 2.68¢ ER. eres yey 4.00@4.25¢ IXX ae teeens 13.00 11.80 Aluminum 
Bands, 1% to 6 x 3/16 to Wk Miiccssconsi 4.25 to 4.50@.... TERK ..ceeeee pine 18.8 No. 1 aluminum (guarantees 
. 8 (base price)........ 8¢ No. 28 and lighter, 36 in. wide, 10¢ IXXXX ....-.-- 16.25 15.00 over 99 per cent pure), in 
> t 
ae Ge Ee. onee — Cche—14 @ 20 + gellar *9asi¢ 
Galvanieed Per Ib. Primes Wasters 
Beams and Channels, Angles . 
and Tees: . NO. 14 wcccceccesere SM 5@4.10¢ SO ID. ccccccces $ 6.05 $ 5.80 Old Metals 
8 in. x % in. and larger, Wee FD cacdvccsiccces 1 10@4.25¢ GOT cicccves. 6.15 5.90 The market continues strong with 
ASC see eeereeeerressees . ‘os. 8 20. -4.25@4.40 1 b mekccadse 3.2 6.00 practically no change in values, 
bi 2.78¢ =Nos. 18 and 2 )4.40¢ 00 Ib 6.25 0 - ~ ~ | l 
os ‘ ‘ ne - alers’ yuying prices are nomi- 
bes ag Ni ana 2.68¢ Nos. 22 noe” ere paper | (eee 6.40 po nally as follows: 
NO: FB cccvssvovevces 4.55@4.70¢ EE csseenns 7.40 15 Cun 
Me BF ccccctvensnnse 4.70@4.85¢ > errr 8.40 8.15 Per Ib. 
Merchant Steel Me, OD cnccceceaccces 4.85@5.00¢ IXXX ....-.+. 9.40 9.15 Copper, heavy and crucible. .$11.25 
Per Ib ee OD ch wccscteceoeae 5.35@5.50¢ IXXXX ....--e- 10.40 10.15 Copper, heavy and wire..... 10.75 
Tire, 1% x % in. and larger.2.65¢ No. 28 and lighter, 36 in wide, 20¢ Copper, light and bottoms... 8,25 
Smooth finish, 1 x 2% higher. Verne Plates TM MAIS © ccaxccccncnns 5.50 
x 4% in. and larger....... 2.85¢ 8-lb. Coating 14 # 20 Brass, light ...cccccccccce 4.50 
me calk % x % in. and ae Steel Wire SRM oe. aera ea sas $ 7.00 Heavy machine composition.. 8.00 
ieee sereeeee -25¢ Base Price® om Me. © gnge ant Re ee eae 7.25 No. 1 yellow brass turnings. 5.50 
and quarter Perales 6.25¢ to 7.25¢ coarser : Per Ib. Wu cvibacknxdcacncetansae 7.50 No. 1 red brass or composi- 
Open-hearth spring steel eee 4.00¢ Firedoor Stock .......ceee. $10.00 CHG: CNN ch ccciccces 7.00 
3.75 @6.00¢ Annealed Soft ....-+eeseee- 4.00¢ Keak, BOGE <cccoccesccces 3.75 
Ghafting and Screw Stock: Galvanized Annealed ....... 4.75¢ Tin COGRS OO: concccacaxcecacuns 2.50 
MEE 6 nh.ck ea Ces eek enced 3.55¢ Copper Basic .........seee. 4.50¢ Straight pig 356 GP cacadesddvaccecactcss 2.50 
Squares, flats and 7 Tinned Soft Bessemer....... 6.00¢ Ba sith sasivass' 40@45¢ 
MM eR Ras reasnrsewcess's 4.05¢ PP MPREREMER RR ECR EER RAS B04 Welded Pipe 
eirice cunt Steel: base 12.00¢ ‘Brass Sheet, Rod, Tube and Copper aainemaatinnes 
Wir 
one — steel............17.00¢ - Sinn Giles as-4s ch vcsavaad 16¢ Blk. Gal. 
xtra best cast steel.......22.00¢ High Brass Sheet....17%4 @17445¢ WAIN aa cnc cine ceadss 15%¢ “@ in. Butt..........+. —56 —40 
High Brass Wire..... 17% @17%¢ CIEE, as Secacarcssacates 15% ¢ 4% in. Butt........-.-- —61 —47 
Wee WO oot wae ou 14% @15 ¢ Me I BGR i cciccccsana —63 —49 
Tank ete * i Brass Tube, Brazed...26 @27%4¢ Spelter and Sheet Zinc 3 6 te Nathecv ewes —60 —46 
% in. and heavier.......... 2.78¢ Brass Tube, Seamless..18%@19 ¢ Western spelter .......... 6% @7¢ ba eng LAPs «2s eeeeenes Gir —34 
Copper Tube, Seamless.......214%¢ Sheet sinc, No. 9 base, casks, 9/12 in, Lap..+-.seeee —55 —33 
10 open 11¢ 
Sheets Copper Sheets ‘a¢ ope Wrought Iron 
Blk. Gal. 
Blue Annealed eet Copper, hot rolled 24 os. Lead and Solder 
: 21%¢ = lb. base, s American pig lead......6%@6%¢ Ser Wiheeccnccsena —30 —13 
Moe Die cacwenecsnees 3.28@3.53¢ Cold rolled, 14 oz. and heavier, gener errr eee ee 6% @7¢ 1-1% in. Butt........ "2 18 
NOv BEy casvedonndres 3.33@3.58¢ 2¢ per Ib. advance over hot rolled. Solder % and % guaranteed...27¢ 2 in, Lap..seseeeeeeee —27 —10 
a MY weave w eee ees 3.38 @3.63¢ OS PGs vsnvanedesceadeen 25¢ 2%-6 in. Lap......... —30 —15 
UO a Pe es 3.48 @3.73¢ *Regular extras for lighter gages. Refined older ..csccccscvcneccdh 7-12 in. Lap.........- —23 — 7 








lieved that these reductions will stimu- 
late business. Jobbers feel that pres- 
ent prices will go no lower. 

Cleveland jobbers quote as follows: Nails, 


less than car lots, stock shipment, $3.00 
per keg; nails, mill shipment, $2.85 per 
keg; car lots, mill shipment, $2.60 per keg; 


No. 9 annealed wire $2.75 per 100 lbs.; No. 
9 galvanized wire, $3.25 per 100 lbs.; cement 
coated nails, $2.50 per 100 Ilbs.; polished 


fence staples, $3.15 per 100 lbs. 

Plumbers’ Goods.—A price advance 
of 10 per cent has been made on 
vitreous china ware used for bathroom 
equipment. It is reported that this ad- 
vance is due to the fact that the Pot- 
ters’ Association refused to accept a 
wage reduction. All lines of plumbers’ 
goods are moving slowly. 

Picks and Mattocks.—Prices on picks 
and mattocks have been reduced from 
10 to 15 per cent. 

Poultry Netting and Wire Cloth.— 
Orders for poultry netting and wire 
cloth for spring shipment have been 
fairly heavy. Prices are firm and un- 
changed. 

Jobbers quote as follows for mill ship- 


ment or for shipment from_ stock, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 to 55 per cent eens: black 


wire cloth, 12 mesh, $1.90 to $1.95 per 100 
sq. ft.; galvanized, $2.40 per 100 sq. ft.; 
—— wire cloth, 14 mesh, $6.75 per 100 
sq. ft. 








Roofing. —Prices on rubber finished 
and slate surface roofing are somewhat 
irregular. Concessions of from 5 to 10 
per cent from regular quotations were 
reported, these being attributed to com- 
petition between two ieading manufac- 
turers. With these concessions, prices 
were regarded as fairly low. 


Radiation—The American Radiator 
Co. and some other manufacturers have 
reduced prices on radiation 10 per cent 
and the United States Radiator Cor- 
poration has made a 7! per cent re- 
duction. Prices on heating boilers are 
unchanged. 

Jobbers quote standard radiation at 59 
per cent off list for water and 60.1 per 
cent off list for steam. 

Stoves.—No price changes were made 
the first of the year by leading stove 
manufacturers and the trade does not 
now look for any changes before spring. 
The demand is rather slow. 


Soil Pipe and Fittings.—Prices on 
soil pipe and fittings have been reduced. 
Jobbers quote standard soil pipe at 
544% per cent off list, Birmingham, or 
a reduction of 3 points; extra heavy 
soil pipe 6314 per cent off list, a reduc- 
tion of 2 points, and soil pipe fittings at 


514 per-cent off list, or a reduction of 
5 points. 

Sledges and Wedges, Etc.—A price 
reduction of 10 per cent has been made 
on sledges, wedges and crowbars. 

Sheet Zine.—Sheet zinc has_ been 
marked down 50 cents per 100 lb. and 
is now quoted by jobbers at $10.50 per 
100 Ibs. 

Stove Pipe and Elbows.—Prices on 
stove pipe and elbows have been re- 
duced about 20 per cent. 


Cleveland jobbers quote for mill ship- 
ment as follows: 28 gage, 6-in. stove pipe, 
$3.20 per crate of 25 joints; 4-in., $2.65 per 
crate of 25 joints; 6-in., 28 gage standard 
elbows, $1.30 per bundle of 12; 4-in., 28 
gage elbows, $1.05. 


Syrup Cans and Sap Pails.—Jobbers 
are beginning to take orders for syrup 

cans and sap pails for January ship- 
ment. 


New prices, f.o.b. Cleveland, are as _ fol- 
lows: 1 gal. syrup cans, $13.50 per hundred; 
12-qt. sap pails, tin, $20 per hundred, gal- 
vanized, $24 per hundred. 


Steel Sheets—Sheets are moving 
slowly and prices are unchanged. Mill 
prices recently have been very firm. 


Jobbers quote, f.o.b. Cleveland: No. 28 
black sheets at 3.75c.; No. 28 galvanized 
sheets at 4.75c., and No. 10 blue annealed 
sheets at 3.10c. 
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Screws.—Prices are being maintained 
as recently revised. The demand is 


slow. 

Jobbers quote screws as follows, f.o.b. 
Cleveland: Flat head, bright, 75, 10, 10, 5, 
10, 5 and 5 per cent off list; round head, 


Office of HARDWARE AGE, 
3725 Colfax Ave., So. 
Minneapolis, Minn., Jan. 7, 1922. 


HERE is the usual “after the 
holidays” quiet prevailing in the 
local market. Preparations are being 
made for taking of inventory, and job- 
bers have called their men off the road 
for at least two weeks. 

It is expected that when the sales- 
men are again on the road their price 
lists will carry a great many changes 
covering various lines. 

“Yankee” screw drivers and drills 
have been reduced 10 per cent. 

Sargent planes, squares and bevels 
have been reduced 10 per cent. 

Some manufacturers have made de- 
clines of 15 to 25 per cent in hatchets 
and hammers and others are expected 
to follow this decline. 

Among the manufacturers issuing 
new price lists at the end of the year 
are Dover Stamping & Manufacturing 
Co., of Cambridge, Mass., on their line 
of measures, funnels, etc.; Utica Drop 
Forge & Tool Co., Utica, N. Y., on 
their line of pliers, wrenches and other 
tools; Peck, Stow & Wilcox Co., and the 
Stanley Rule & Level Co. 

Very radical reductions are also an- 
nounced in baseball goods, such as 
balls, mitts, bats, etc., by the A. J. 
Reach Co. 

Builders’ Hardware.—The outlook 
for sales of builders’ hardware during 
1922 is very bright. Already many 
building permits have been issued both 
for homes and apartment houses, and 
while it is doubtful if so many homes 
will be built the prospects for large 
buildings are far ahead of 1921. 


Axes.—Sales are at a low point and 
little improvement is expected in near 
future. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit, $14.50; double bit, 
$19.50 base weights. 

Brads.—Sales of brads have con- 
tinued fair. Stocks are ample and 
prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads in bulk, 75 per cent; in 
small packages, 70 per cent. 

Bolts—Demand for bolts remains 
very inactive although a little more 
interest is being shown. Prices re- 
main unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60-5 per 
cent; large carriage bolts, 50-10-5 per cent; 
small machine bolts, 60-10-5 per cent; 
large machine bolts, 60 per cent; stove 
bolts, 75-10 per cent; lag screws, 60-10 per 
cent. 

Coal Hods.—Sales are now few and 
far between on coal hods. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, open, 17-in., $3.95; 
japanned, open, 18-in., $4.40; japanned, 
funnel, 17-in., $4.95; japanned, funnel, 
18-in., $5.45; galvanized, open, 17-in., $5.25; 
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blued, 75, 10, 5, 10, 5 and 5 per cent off list; 
round head, nickel, 65, 10, 10, 5 and 5 per 
cent off list; round head brass, 72%, 20 and 
10 per cent off list. 


Tinners’ Snips.—A price reduction of 
10 per cent has been made on tinners’ 
snips. 


TWIN CITIES 


galvanized, open, 18-in., $5.70; galvanized, 
funnel, 17-in., $6.45; galvanized, funnel, 
18-in., $7. 

Eaves Trough, Conductor Pipe and 
Elbows.—There is very little actual de- 
mand at present, but jobbers report 
dealers becoming interested in same 
for later delivery. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz. 


Files.—Due to the fact most fac- 
tories are idle there is only a very 
light demand for files. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60 per cent; 
Arcade files, 60-10 per cent; Riverside 
files, 65-10 per cent. 

Galvanized Ware.—Actual sales at 
present are at a low point but dealers 
will soon be arranging for the spring 
stocks. There is usually a good de- 
mand for garbage cans early in the 
spring season. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.40 
per doz.; No. 2, $7.20; No. 3, $8.40; heavy 
galvanized, No. 1, $18.50; No. 2, $20.60; 
No. 3, $22.80; standard 10-qt. galvanized 
pails, $2.24; 12-qt., $2.46; 14-qt., $2.75; 
16-qt., stock pails, $4.85; 18-qt., $4.80. 

Glass and Putty—Sales are drop- 
ping off rapidly as is usual at this sea- 


son. Prices remain unchanged. 

Lanterns.—Demand remains about 
as for the past few weeks. Prices 
continue to be firm. 


We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Tubular long globe, 
$14 per doz.; tubular short globe, $13.25 
per doz.; tubular dash, $17.60 per doz. 


Nails.—Sales are fair. While job- 
bers have not as yet generally an- 
nounced the new prices, there is a de- 
cline in price which will be announced 
shortly. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $4 base; 
cement coated nails, $3.40 base. 


Oil Heaters——There is very little 
call for oil heaters at this time. Prices 
remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, polished steel, 3-qt. 
capacity, $3.50 each; nickel, polished steel, 
4-qt. capacity, $5.40 each; blue enameled 
body, 4-qt. capacity, $7 each. 


Paper.—While retail sales are light, 
jobbers report some interest being 
shown in builder’s paper for later ship- 
ments. The demand this season is 
expected to be heavy. Prices show no 
change as yet. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.80 per 
cwt.; threaded felt, $1.58; red rosin sheath- 
ing, $2.90 per cwt. 


Rope.—There is very little activity 
in the rope market, but it is expected 
to improve within a few weeks. Prices 
remain firm. 

We quote from jobbers’ stocks, f.o.b. 
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Wringers.—The Lovell Mfg. Co. 
‘Erie, Pa., has made a reduction of from 
5 to 10 per cent on wringers. 

Wrenches.—Prices on some makes of 
agricultural and knife handled wrenches 
have been marked down 10 per cent. 





Twin Cities: Pure manila rope, 194c. per 
lb.; pure sisal rope, 14%c. per lb., base 
prices. 


Sandpaper.—While actual sales dur- 
ing the past week have been few, due 
to the closing of the year, demand for 
sandpaper is expected to remain good. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—There is very little re- 
tail demand at the beginning of any 
year, but the line is expected to de- 
velop rapidly this spring and a good 
volume of business can be expected. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 

Sash Weights—Demand is’ very 
light just at present, and probably 
will remain so for several weeks. 
Prices same as last. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2.20 per cwt. 

Screws.—There is a fairly good de- 
mand for screws, and some interest is 
being shown by large consumers. 
New prices have not yet been an- 
nounced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood screws, 
80-10-5 per cent; round head blued screws, 
75-10 per cent; flat head japanned screws, 
75 per cent; flat head brass screws, 75-5 
per cent; round head brass screws, 70-10 
per cent. 

Snow shovels and Sidewalk Scrap- 
ers.—The bulk of the business in this 
line for this season is undoubtedly now 
over and sales from now on will be 
small. Prices remain as last. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood, straight handle, $5.20 
per doz.; steel blade, straight handle, $4.50 
per doz.; galvanized, steel blade, $11 per 
doz.; steel sidewalk scrapers, $4.50 per doz. 

Solder—There is some improve- 
ment in the demand for solder. An 
advance in price of at least one cent 
per pound is expected, but has not as 
yet been announced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23c. 
per lb. 

Steel Sheets.—The market for steel 
sheets remains dull and inactive as it 
has for the past year. Prices remain 
firm as when last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.25 per cwt.; 28 gage black sheets, $4.25. 

Steel Traps.—Sales have been fairly 
satisfactory although not up to that of 
last winter. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.71; No. 1, 
$2.01; No. 11%4, $3.05; No. 2, $4.21; Newhouse, 
No. 0, $4.75; No. 1, $5.62; No. 1%, $8.50; 
No. 2, $12.56. 


Tin Plate-——Market for tin plate re- 
mains rather quiet. Prices same as 
last week. 
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Paint Material Prices as ~— in New York—January 9, 1922 


























Animal, Fish and Vege- Neatsfoot pure gal...... .92@ — White Seal ..........11 @11% as of Turpentine, 
table Oils— Extra No. 1, gal. +. .72@ — Dry Colors er gal., yard basis 

Linseed, Raw, carload Palm, Lagos. in cask Colors in Oil 

SE WEE iaesasaese spot per Ib - T@7% Fe B. BLACK :— 
City, 5-bbl. lots, gal... Soya Bean, bbl., 1 - 9@ — ee: Fa gaal pone eer t'+ $7) Crach Senn awaaee as see 
Out-of-town, 5 bbl. lots Black. Dro 8 @15 Pia dedeqens 2 

and over, gal......... “ — in ye _ Black, Ivory 15 @30 Lamgeiecs Sbaenertene 30@38 
Boiled, 2¢ per gal. advance on Raw. Gilden” ee ii < els 25 Lampblack ........... 16 @40 BLUE :— 
Lard, city, Steam.... . 9%@9% Ex. Gilders - 1.30@1.35 Blue, Chinese ........ 50 @— Chinese ..... paceman .70@80 
Neut 11% @11 Blue, Prussian ....... 50 @— Cobalt, imitation 45@60 
ror terete eens ree % Blue, Soluble ........ 0 @— Denise... + «<- "70@80 
eer ra 114% @11% eer em 20@ .22 Bee fo ge alia = Ultramarine ......... .40@45 
Cotton seed, Bes TR ccccczcesces 26@ .28 Brown, American, Burnt 3%4@ 4 _ BROWN :— 
Bleachable ......... 71% @— Foot, ID. ..cccsee . 13@ .15 Brown, Sienna, Italian, — Sr —., 21@24 
Yellow Summer, Prime, Gum. Shellac mount heme Her tr Umber, Turkey, burnt, 

b ccccccescccccoce © O@ 0% Diamond I ........000- 20@ — ee ane ee or raw, best grades. .20@22 
CR BOG, isiccccwecndccaed 7 eee 58@ — Vandyke brown, gen- 28@30 
Tallow, acidless, gal... .82@ — OMNES ccancxeconsvons 6@ — Green, Chrome Chemi- WINE 2+ eee rere eres <8@ 
Menhad Ge PRN xe cic cncauns nominal cally Pure, Ib....... 39 @— GREEN :— 

e en : Saseerag Gavacces 8s@ — Grinders ...... scoeocld Gin Chrome, C. P.....- -18@20 
Crude, in bbla......... .29@ — We Ge Oe Sraneecaceues @ — CHEE cs ccccse «+++ -138K%Q@Q— RED:— 
Light , gal..... .42@ .44 Bone Dry ...-+eeeeeees 78@ — SNMETs: cauncvesauss .28@30 
i pressed, ga @ Orange, Fime .cccccces 70@ — Paris, Green, Bulk Red ‘aia (Minimum . 
Cocoanut, Ceylon, bbl Orange, Superfine ..... 72@ — Arsene ....00 aes Gee in oil), 100 Ib....$1 15@18. 15 
wee , , “ Red C . N 0, Tuscan .....-- 
. Le per Recess .9%@9% White and Red “— a met screened 4.25@4.50 Venetian .15@16 
‘od, Domestic, Prime.. .42@ .43 nts per Ib. ndian Red, Standard..12 @14 
Newfoundland, in bbl.. .44@ .45 | White Lead, Dry....... TH@T% ol, 2 = White lead in ofl, 100 
Corn, Refined bbl, Ib.. .11@11% Zine prea tagds soeese mo bo Wills caccexncaes-s: 9.87@10.53 
Crude bbl., per Ib..... 10@104 Oxide, Selected, per lb. 74 @ 6% "4 reas @ YELLOW :— - 
Olive, denatured, bd Red Seal 8%@ 9 Vermillion, English ....80 @— Pe .24@27T 
BOP GE. ccccccccans "$1. 15@1.20 Green Seal 9% q10% Yellow, Chrome ...... 18 @21 Ochre, French ......- .13@16 
We quote from jobbers’ stocks, f.0.b. place in the east and will no doubt fol- quiries on the basis of reduced prices 
Twin Cities: Furnace Coke, 1CL, 20 x 28, hich wo h t t in the second 
$18.55; roofing tin 1C, 20 x 28, 8 Ib. coating, low here shortly. which we hope to repor 
$13.50. issue following this. 


Wheelbarrows.—There is practically 
no local demand for wheelbarrows at 
this time. While western manufactur- 
ers have not announced any reduc- 
tions it is understood some have taken 


Washington News 
(Continued from page 76) 
Many Would Take This 

4, Farm or home aid. To be limited 
to 140 per cent of what would be paid 
under option No. 1 if the money is 
used to purchase, improve, or make 
payments on approved farm city, or 
suburban home. 

5. Land settlement providing the 
establishment of reclamation projects 
for the development and improvement 
of vacant land. This may be Govern- 
ment land, or may be land purchased 
by the Government. If possible the 
projects will be located in each State, 
the State paying part of the purchase 
price of private land bought for this 
purpose. 

Various and varied estimates have 
been made by experts as to the amount 
of money needed to carry out the pro- 
visions of the Fordney bill ranging 
from $3,500,000,000 to $5,000,000,000. 

Should anything resembling the 
Fordney bill be enacted it would involve 
additional tax legislation of a drastic 
character and if the farm bloc should 
succeed in defeating the sales tax as 
a method of obtaining the necessary 
revenue, it is calculated to make cold 
chills creep up the spine of the average 
business man when he pauses to con- 
sider what alternative method of taxa- 
tion might have to be resorted to, 


in House 
Goods Charged 
The Senate has passed a resolution 


Profiteering Furnishing 


jobbers’ stocks, f.o.b. 
fully bolted, $36 
$7 each; No. 


We quote from 
Twin Cities: Wood stave. 
per doz.; No. 1 tubular steel, 
1, garden, $5.40 each. 

Wire.—The demand continues to be 
dull, but jobbers are receiving some in- 





directing the Federal Trade Commis- 
sion to make an investigation of the 
industry engaged in the manufacture 
and sale of house furnishing goods. The 
resolution, introduced by Senator 
Kenyon of Iowa, provides that the in- 
quiry shall embrace cost at factory and 
wholesale and retail price conditions in 
the industry. 

A lively debate preceded the adoption 
of the resolution and was characterized 
by a general attack on profiteers, trusts 
and combinations in restraint of trade, 
and by assaults on the Federal Trade 
Commission. The Commission was not 
without its defenders, however, several 
senators contending that, although it 
could never be a popular Government 
agency because of the nature of its 
work, it has accomplished much to 
elevate the code of ethics of business 
in all lines of industry. 


Rogers Bros. Anniversary 


The year 1922 marks the seventy- 
fifth anniversary of 1847 Rogers Bros. 
silverware and the International Silver 
Co., Meriden, Conn., intends to make it 
a real jubilee year. The company’s 
New Year greeting to dealers included 
a good will coin marking the anniver- 
sary. The design of the coin has been 
carried out on seals used on the jubilee 
boxes. 

The year 1847 not only marks the 
foundation of the Rogers Bros. silver- 
ware but also marks the origin of the 
electro-silver plating process which the 


from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire. painted cattle, 
8$0-rod spools, $3.43; galvanized cattle, 
$3.78: painted hog wire. $3.60; galvanized 
hog wire, $4.05: smooth black anneale -d No. 
9, $3.70 per ewt.: smooth galvanized an- 
nedaled No. 9 $4.20 per ewt. 


We quote 


three Rogers Brothers—Asa, Simeon 
and William perfected and developed 
into practical use. 


Boston Varnish Co. Party 

The anual Christmas tree party for 
the employees of the Boston Varnish 
Co., Boston, was, as usual, bristling 
with the holiday spirit. All gathered 
around the tree on the afternoon of 
Dec. 23 and derived considerable enjoy- 
ment from the exchange of gifts, both 
useful and comic. F. V. Bray, assist- 
ing advertising manager, acted as 
Santa Claus and distributed the gifts. 

President James B, Lord announced 
that the company would pay to all em- 
ployees their regular annual bonus as 
heretofore. 


Frank Hibbard Resigns 

Frank Hibbard, first vice-president 
of Hibbard, Spencer, Bartlett & Co., 
after twenty-seven years of the kind of 
hard work that it is necessary to per- 
form in order to reach that position, 
decided that he wanted to spend a part 
of his life having a good tim@ He pre- 
sented his resignation as first vice-pres- 
ident. He will continue as vice-presi- 
dent but expects to be abroad the larger 
part of the coming year. F. L.. Ma- 
comber, who has been. vice-president at 
the head of the credit department for 
many years, was elected to succeed Mr. 
Hibbard as first vice-president of the 
company. 
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In the Morning’s Mail 


Brown Treasurer for Dayton 


R. F. Brown, recently resigned as 
New York manager of the Weil-Farrell 
& Co., Boston, has been appointed 
treasurer of the Dayton Rubber Mfg. 
Co., Dayton, Ohio. W. H. Hurley, with 
a record of twelve years’ experience in 
the tire business, has been named as 
general sales manager. 


Inland Steel Co. Changes 


Edward M. Adams has been chosen 
first vice-president and general man- 
ager of sales of the Inland Steel Co., 
succeeding G. H. Jones. Walter C. 
Carroll will be vice-president in charge 
of sales for the sheet division, and 
Charles R. Robinson, vice-president, in 
charge of sales for the rail and track 
accessories division. 


Louis H. Schmitt Deceased 


Louis H. Schmitt, vice-president H. 
D. Smith & Co., Plantsville, Conn., 
manufacturers of the Perfect Handle 
line of tools, died at his home in South- 
ington, Dec. 27, after a short illness. 
Previous to Mr. Schmitt going to 
Plantsville he was connected with the 
New York store of Peck, Stow & Wil- 
cox Co. He is survived by a wife and 
three daughters. Funeral — services 
were held Friday, Dec. 30. 


F. E. Myers Catalog 
The F. E. Myers & Bro. Co., Ash- 
lard, Ohio, has again brought out a very 
interesting calendar catalog combination 


for its trade. The body of the calendar 
shows various types of hand and power 
pumps, spray pumps, hay unloading 
tools, door hangers and other items 
the company manufactures. Above the 
illustrations of the company’s products 
is the calendar for the year and a 
picture of an attractive young girl. 


The Odin Stove Mfg. Co., Erie, Pa., 
has taken up the spirit expressed in the 
Chicago Tribune slogan, “1921 Will 
Reward Fighters,” and passed it out 
broadcast to its sales force and agents. 
This stove company has now brought 
out a little card to the trade which tells 
that this principle was put to work 
and that by fighting the company did 
a good business during the past year. 
The card also announces the intention 
of getting even more out of the new 
year. 


Foy Sales Conference 
At the annual sales conference of the 
Foy Paint Co., Cincinnati, Ohio, un- 
usual prosperity was reported, the com- 
pany having had one of the largest 
years in its history. Salesmen from 


all the company’s territories were pres- 
ent and were addressed by Edward 
Foy, president; George W. Schneider, 
Jr., secretary, and George Voll, sales 
manager. 


Campbell Sales Manager 
for U. S. Chain and Forging 
Frank L. Campbell, for some years 
sales manager of the roofing division 
of the Beaver Board Companies, Buf- 





FRANK L. CAMPBELL 


falo, N. Y., has assumed the duties of 
manager of sales of the United States 
Chain & Forging Co., Union Arcade, 
Pittsburgh, succeeding Charles M. 
Power, who resigned this position late 
in November last year. 

Mr. Campbell’s first business con- 
nection was with the Cambria Steel Co., 
at Philadelphia. He entered the em- 
ploy of that concern as an office boy, 
and being promoted at different times 
to responsible positions. He was with 
the Cambria Steel Co. for thirteen 
years, and then left that concern to 
go with John Lucas & Co., Inc., Phil- 
adelphia, paint and varnish manu- 
facturers. He was with this con- 
cern for ten years, and for five years 
was sales manager of its Chicago 
offices. He left this company nearly 
three years ago to become sales man- 
ager of the roofing division of the 
Beaver Board Companies at Buffalo. 

Mr. Campbell has always taken a 
very active interest in the various or- 
ganizations of manufacturers of the 
products with which he has_ been 
identified in the selling, and has ap- 
peared a number of times as a speaker 
on the programs of the lumber and 
hardware conventions on sales and 
merchandising problems. 


Bowler Increases Capital Stock 


At a recent meeting of stockholders 
and directors the capital stock of the 
T. J. Bowler Hardware Co., 305 West 
Randolph Street, Chicago, was voted 
to be increased from $10,000 to $30,- 
000. Officers for the year were elected 
as follows: A. A. Anderson, presi- 
dent; Alfon E. Bahr, treasurer, and 
Herbert Green, secretary. These three 
officers were also elected as directors. 
It is the plan of this wholesale firm to 
broaden its scope, extending its lines. 


Portsmouth Stove Resignations 


B. W. Hopkins and Henry Scott, 
treasurer and secretary, respectively, 
have disposed of their interest in the 
Portsmouth Stove & Range Co., Ports- 
mouth, Ohio, to Frank V. Knauss and 
A. W. Zuhars. The resignations were 
effective Jan. 1. Successors to Messrs. 
Scott and Hopkins will be appointed 
at the annual meeting of the company 
to be held early in January. 


Lanbush Sales Co. Moves 


The Lanbush Sales Co., selling agents 
for the Reading Knob Works and the 
Excelsior Hardware Co., having offices 
on the seventh floor of 416 Broadway, 
New York City, will change their quar- 
ters to the fifth floor on Feb. 1. Ar- 
rangements have been made to carry 
stock for their factories. They are 
also Eastern representatives of the 
Milwaukee Stamping Co., manufactur- 
ers of Milwaukee and Racine double 
acting hinges and builders’ hardware. 


Devoe & Raynolds Convention 


Sales managers and branch man- 
agers of the Devoe & Raynolds Co., Inc., 
New York City, met in annual con- 
vention from Jan. 3 to 6 inclusive. W. 
H. Phillips, president, presided over 
the meetings which were directly at 
sales campaigns and technical instruc- 
tion. Visits were made to the various 
division plants operated by the com- 
pany in Newark, N. J., and in Brook- 
lyn, N. Y. 

Many of the managers addressed the 
meeting on specific subjects that they 
investigated. The plan of the conven- 
tion was to cover as many details of 
paint distribution as possible. 

The convention banquet was held on 
Jan. 5 at the Drug & Chemical Club. 


S. F. Bowser Retires 


S. F. Bowser, founder and _ presi- 
dent of S. F. Bowser & Co., Fort 
Wayne, Ind., manufacturers of pump- 
ing equipment, has retired from the 
presidency of the company and will be 
succeeded by S. B. Bechtel, general 
manager of the company for the past 
seven years. 
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A Garage Set & 
that’s easy to handle 


ERE’S a garage set that’s packed complete in a box. 

It is sold direct from your counter—no more search- 

ing for the right length of track, no more time killing 
‘i P With each McKinney Complete 
assembly of bolts, hinges or handles. All your customer Garage Set are packed detailed 
P a ‘s i. drawings and directions. Your 
has to know is the size of his garage entrance. You can customer can hang his own ga- 
: 3 A rage doors. These sets make 
tell him the rest. It’s printed on the end of the box. poultice ¢ wide cheice of d- 
inctive entrances and cut down 
building costs. Send for de- 

scriptive booklet. 


These garage sets are for all sizes and all types of 
NN 


doors—swinging, sliding-folding and ‘‘around-the-cor- 
bb) . 

ner’. Each box contains all the necessary hardware— 

even the track. 


You will readily see the advantages of handling McKin- 
ney Complete Garage Sets when you read our illustrated 
booklet. This pictures the various types of McKinney 
hung doors, gives floor plans and describes each set from 
a hardware merchant’s point of view. Send for this 
booklet today. 





McKINNEY MANUFACTURING CO., Pittsburgh 


Western office, Wrigley Bldg., Chicago. Export Representation. 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 
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New Toy Sweeper 
Bissell Carpet Sweeper Co., Grand 
Rapids, Mich., offers the trade a new 
addition to its line of toy-size carpet 
sweepers. It is known as the Little 





Little Jewel Sweeper 


Jewel and will actually sweep up like 
a genuine full size Bissell sweeper. 

It measures about 9 in. in length, is 
5% in. wide and 2% in. high, finished 
in a high gloss varnish dark mahogany 
with a dainty gold border and letter- 
ing. It weighs about 17 ounces. The 
handle is nicely furnished. The sweeper 
box has a braid band, a genuine bristle 
brush and a regular dust pan with a 
dump lever. The case is of sturdy 
fiber board on top with wood ends and 
sides. 


Miniature Yellow Taxi 


The Yellow Taxi is such a universal 
sign of transportation that the minia- 
ture yellow taxi cab made by the 
Arcade Mfg. Co., Freeport, Ill., is ex- 
pected to find a receptive market as 
both a toy and advertising souvenir. 

As a toy it is very practical for it 
is a faithful reproduction of the famous 
yellow cab that originated in Chicago 
and is now found the world over. It 
is sturdy and will stand the abuse of 
children. It is painted in the yellow 

















Arcade Yellow Cab 


and black and even has a little chauf- 
feur and the slats in the back side win- 
dows. Imitation headlights and ex- 
tended chassis frame give the car a 
realistic appearance that appeals to 
the modern child. 


NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 





As a souvenir or advertisement for 
the yellow cab operator it is particu- 
larly useful. The manufacturer sug- 
gests that the office of the cab operator 
have a show case full of the cabs with 
the company’s local phone number 
painted conspicuously on the side. To 
the steady customers who spend five to 
ten dollars a day a taxi toy could be 
given as a present—other customers 
would undoubtedly want to buy one as 
it makes a fine ornament for a desk or 
mantle shelf. It is further suggested 
that a taxi toy be put on the desk of all 
local hotels, in restaurants, cigar stores 
and in other public places. The little 
cab with the telephone number painted 
on the side would be a suggestion to 
use the local yellow taxi. 


Sun Watch Fits Vest Pocket 


Boy Scouts and other young nature 
lovers will be very much pleased with 








Ansonia Sun Watch 


the new Ansonia Sun Watch offered 
the trade by the Ansonia Clock Co., 
99 John Street, New York City. This 
timepiece consists chiefly of a compass 
and a sun dial. 

The compass, and sun dial, with lati- 
tude, longitude and variation tables 
are combined in a satin finished brass 
case which can be carried in the pocket 
the same as an ordinary watch. The 
watch may be used in any part of the 
country. The tables and charts tell 
how to gage the correct time by the 
sun’s reflection, giving the correct basis 
of figuring the right time. 

A little booklet telling in a fairly 
romantic strain the history of time 
keeping, along with directions for use 
of the sun watch, is enclosed with each 
one of these novel devices. 
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Paste Form Solder in Tubes 


Tino] solder in paste form is packed in 
collapsible tubes by the American Solder 
& Flux Co., 2910 North Sixteenth 
Street, Philadelphia, Pa. The illustra- 
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THE NEATEST SOLDERING JOBS ARE DONE WITH 
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IN PASTE FORM 

















New Tinol Solder Carton 

tion shows the new display carton that 
is supplied to dealers who sell this 
brand of solder paste. The carton is 
primarily intended for counter display 
use but could be used with equal suc- 
cess in window displays and in a glass 
show case. 

This solder paste is said to appeal 
to users because no flux is needed and 
there is little trouble in its use. Heat 
is the only thing needed to go to work 
with Tinol solder. 

The company is represented in the: 
New York territory by Geo. H. Fisher 
Co., 416 Broadway, New York City,. 
and on the Pacific coast by J. A. Patten 
& Son, 643 Front Street, San Fran- 
cisco, Cal. 


Improved Door Check 


The improved Worcester Blount 
Door Check is now made by the Park 
Mfg. Co., Worcester, Mass. 





Worcester Blount Door Check 


This check is known as the liquid 
type of door check, and was originally 


Reading matter continued on page 92 
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House Door 
Hangers 


Should be a part of every progressive hard- 
ware dealer’s stock. Our advertising is influ- 
encing architects, builders and home build- 
ers everywhere to specify R-W door hanger 
hardware. 





The old-time prejudice against sliding 
doors, created by their ofttimes noisy, difh- 


is 1 > , & . . . 
is an added conveni-  Cuilt operation, has been eliminated by the 


vanishing French door. Such €asy, noiseless action of R-W hangers. 


a door lends beauty to any 


home. 


Write today for our New 
Catalog UC4 
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patented by Eugene I. Blount. 

The Worcester Blount Check is made 
in six sizes suitable for any type of 
swinging door from the lightest screen 
door to the heaviest such as are to be 
found in large industrial and mercan- 
tile buildings. 

One of the details worked out by the 
company engineers was along the lines 
of full and complete instructions to 
accompany each check covering neces- 
sary data of adjustments and attach- 
ments, it having been found that 
nearly 90 per cent of the trouble with 
door checks’ giving unsatisfactory 
service was the direct result of im- 
proper attachment, a particular type 
of check being necessary according to 
the location and operation of the door 
to which it is to be attached. 

This door check was previously made 
by the Worcester Mfg. Co., Worcester, 
Mass. 


Display Panels for Padlocks 
The Miller Lock Co., of Philadelphia, 
Pa., offers an assortment of “15 Best 


Sellers” sampled on a display panel. 
This panel is of dark green in color, 





Miller Lock Display Panel 


and finely finished. It has hinges at- 
tached to swing to the right or left, and 
can also be screwed flat to the wall, or 
hung by means of a hole placed near 
the top of the panel, against the wall 
as a permanent fixture. 

Three assortments are offered with 
the display panel as follows: No. 930 
assortment consists of steel panel and 
1% dozen padlocks attached. 

No. 931 assortment consists of steel 
panel, together with 6% dozen pad- 
locks, (including the 1% dozen on the 
panel itself.) 

No. 932 assortment comprises the 
steel panel with one dozen each of the 
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fifteen different padlocks, also includ- 
ing the 1% dozen on the panel. 

The fifteen padlocks are attached as 
shown in the illustration herewith. Two 
keys accompany each padlock, and 
these may readily be unlocked and de- 
tached from the panel by the dealer, 
as sold. 


Folding Aluminum Ironing 
Board 
The Alumopresbord is a folding alu- 
minum ironing board made by the Hoe 
Corp., Poughkeepsie, N. Y. It is a 
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The Alumopresbord 


very useful article for the traveler as 
it will fold into a standard size suit- 
case with ease and does not take up 
much room. 

It is also very fine for the student 
away from home. It is very light, 
strong and compact, being made en- 
tirely of aluminum on a wood frame. 
The aluminum surface radiates and 
distributes heat so that the garment 
is practically ironed on both sides with- 
out danger of scorching. 

This ironing board is made in two 
sizes, one 44 in. and 9 in. wide, it folds 
to 22 in.; the other measures 36 in. in 
length and 8 in. wide, folding to 18 in. 

A special padded cover fitted with 
brass eyelets and tapes, ready for in- 
stant use, is supplied with every board. 


New Line of Heavy Duty Air 
Compressors 
Announcement is made by The 
United States Air Compressor Co., 5300 
Harvard Avenue, Cleveland, Ohio, of 
an addition to their line consisting of 
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Single and Two-Stage Heavy Duty 
Water Cooled air compressors having 
capacities from 18 to 50 cubic feet per 
minute. 

These equipments are known as their 
Mammoth De Luxe units. They are 
termed “Protected Automatic.” 

This line of heavy duty water cooled 
compressors affords users having heavy 
air demands a complete outfit capable 
of delivering large volumes of air with 
minimum attention and freedom from 
repairs. They are suitable for large 
garages or machines, factories, etc., 
having many compressed air outlets for 
tire inflation, cleaning purposes, oper- 
ating air tools, air hoists, or other 
pneumatic machinery. Of the two 
types the Two-Stage equipment is 
capable of delivering the greater pres- 
sures. 

Construction is sturdy and the manu- 
facturer calls particular attention to 
the ease with which accessibility is 
obtained to interior parts. Valves can 
be removed for inspection by the re- 
moval of three screws. Main bearings 
are split on a 45-degree angle and pro- 
vided with adjusting shims. Entire 
bearing is keyed into position and can 
be easily removed and replaced. Main 
bearing caps are also provided with 
oil reservoirs into which oil is splashed. 
These reservoirs feed a continuous 
stream of oil into the main bearings. 

The unit is amply cooled by means of 
a hopper of sufficient capacity to re- 
quire refilling but infrequently. Cool- 
ing hopper is made a part of compres- 
sor which eliminates any tanks, hose, 
or dripping connections. In the event 
of heavier, continuous duty, requiring 
greater cooling, threaded holes are 
provided for circulating water pipe 
connections. In addition to water cool- 
ing a fan fly wheel of generous pro- 
portions bathes the compressor in cir- 
culated air. 

Special foundations of masonry or 
concrete are not required as the Mam- 
moth De Luxe equipment is mounted on 
a heavy iron base. 

All parts such as crankcase, con- 
necting rod, belt tightener, bearings, 
valves, etc., conform to a design which 
is in relation to the whole. 





Mammoth De Luxe Air Compressor 
matter continued on page 94 
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LOVELL MANUFACTURINC CO., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 
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Roll-on Jack 
All of the annoyance of the common 
jack is said to be eliminated by the 
use of the 


“Roll-on” Jack manufac- 





Showing Roll-On Jack Applied 
tured by Schlangen Bros. Co., 2435 
Irving Park Boulevard, Chicago, Ill. 
Just slip it between the spokes, re- 
verse the car by power or by hand, and 
presto—the job is done in five seconds. 
The car is ready for removing the tire 
or locking. 





Roll-On Jack 


The jack is now being made for 
Ford, Chevrolet, Overland and Max- 
well automobiles. A strong lock with 


ti} 
NEW YORK AUTO SHOW 
January 7 to 14 
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a special made shackle is furnished 
with the jack if desired. There is no 
chance of the car falling off the jack 
as it makes a steady bracket and un- 
due force will not push it off the jack 
by side motion. 

The “Roll-On” Jack is a combination 
automobile jack and theft proof lock. 


Utility Dash Control 


A new means of control from the 
dash oi the various valves found on 
the average automobile, including 
muffler cutout, exhaust heater valve, 





Cooper Dash Control 


exhaust horn, air choke, radiator shut- 
ter and cowl ventilator was recently 
put on the market by the Cooper Man- 
ufacturing Company, Marshalltown, 
Iowa. 

Made of solid brass and steel, with 
exposed parts brightly nickeled, it is 
highly ornamental to the dash, handy 
and serviceable. It locks in any po- 
sition by a slight twist to the right. 


Improved Ford Timer 

The Sun Automatic Spark Regulator 
and Timer for Ford cars, whose de- 
velopment covers five years and which, 
though perfected nearly a year ago, 
has been kept from the market until 
it could be thoroughly tested, is now 
being placed in dealers’ hands. It is 


Reading matter continued on page 96 





manufactured by the Auto Sun Prod- 
ucts Co., Cincinnati, Ohio. 


The device is. said to offer Ford 
owners the opportunity of securing at 
low cost the convenience and saving of 
automatic spark regulation. 

The automatic feature is an adapta- 
tion of the tested principles of gover- 
nors and centrifugal force. Two 
weights, whose position shifts with the 
speed of the engine, automatically ad- 
vances or retards the spark. By pre- 
venting a spark before the piston 
reaches dead center, back-kick is made 
absolutely impossible. 

The fact that the exact spark is 
provided for every speed insures per- 
fect combustion, thus increasing power, 
saving gas and eliminating the annoy- 
ing gas carbon from the cylinders. 

The spark is provided by the roller- 
and-segment type of contact. Unlike 
other timers, both roller and segments 





Sun Timer for Fords 


are case-hardened steel, minimizing the 
wear. The raceway is the best grade 
fibre of bone-hard consistency. The 
shell does not move as in a _ hand- 
manipulated timer, making the Sun 
positively dust and dirt-proof. 
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Established 
Value 


The Badger ‘Tire en- 
joys a reputation for 
quality of the highest 
rank. In service it will 
not disappoint. This is 
assured because of the 
experience and resources 
which lie behind its pro- 


duction. 


Its construction em- 
bodies the best methods, 
materials and skilled 


workmanship available. 


Distributed to the 
trade through accredited 
Jobbers only. 


A list of these will 
shortly be published. 
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Notes of the Retail Hardware ‘Trade 


CoALINGA, CAL.—C. E. Whitney is 
successor to the Wallace Hardware Co. 
He will continue the business without 
any change of name, and carry a stock 
of bathroom fixtures, builders’ hard- 
ware, building paper, guns and am- 
munition, heating stoves, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, refrigerators, 
shelf hardware, sporting goods, stoves 
and ranges and tin shop. Catalogs re- 
quested on a general line of hardware. 

MIDVALE, IDAHO.—The stock of J. L. 
Keithly has been slightly damaged by 
fire. He requests catalogs on a general 
line of hardware, harness and imple- 
ments. 


RockKForD, ILL.—The E. A. Nelson 
Sporting Goods, 215 Seventh Street, re- 
quests catalogs. 

MARENGO, IND.—Tower and Merry- 
man have increased their stock. They 
now carry a line of builders’ hardware, 
building paper, churns, cream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, flashlights, fishing 
tackle, guns and ammunition, harness, 
heavy hardware, insecticides, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, shelf hardware, 
washing machines, lumber and wall 
paper. 

NOBLESVILLE, IND.—The Economy 
Hardware Co. has commenced business 
here, dealing in the following lines: 
Automobile accessories, automobile 
tires, barn equipment, belting and pack- 
ing, bicycles, builders’ hardware, build- 
ing paper, churns, cream separators, 
cutlery, dairy supplies, electrical] house- 
hold specialties, farm implements, flash- 
lights, furnaces, garage hardware, 
gasoline engines, hammocks and tents, 
heating stoves, heavy hardware, incu- 
bators, insecticides, kitchen housefur- 
nishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
ranges and washing machines. Cata- 
logs requested on paint, aluminum and 
enamelware. 


LISBON FALLS, ME.—Adams & Smith 
are successors to A. E. Dodge. The 
new owners’ stock comprises automobile 
accessories, automobile tires, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
electrical household specialties, electri- 
cal supplies and equipment, farm im- 
plements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, insecticides, kitchen housefur- 
nishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop and 
toys and games. Catalogs requested on 
a line of plumbers’ material. 


WEST SPRINGFIELD, MAss.—George 


D. Chapin and Charles A. Clark have 
purchased the F. R. Lawrence Hard- 
ware Stores at 108-110-112 Bridge 
Street. After alterations are completed 
a full line of hardware, paints, oils, 
automobile supplies, kitchenware, seeds 
and garden tools will be carried in 
stock. 


ANN Arsor, MicH.—The Ann Arbor 
Implement Co. has been incorporated 
with a capital of $50,000 to deal in barn 
equipment, belting and packing, build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, dairy supplies, farm implements, 
furnaces, gasoline engines, harness, 
heating stoves, heavy hardware, incu- 
bators, insecticides, linoleum and oil 
cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing and 
washing machines. M. F. Bonisteel, D. 
A. Baylis and J. J. Forward are the 
incorporators. 


BANCROFT, Micu.—The Johnson 
Hardware Co. has commenced business 
here, to deal in automobile accessories, 
barn equipment, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, cutlery, 
dairy supplies, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline 
engines, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, incu- 
bators, insecticides, kitchen housefur- 
nishings, linoleum and oil cloth, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges and washing machines, 

Liperty, Mo.—The Pyle Hardware 
Co. has established itself in business 
here, and will carry a retail stock of 
automobile accessories, bathroom fix- 
tures, bicycles, builders’ hardware, 
churns, cream separators, crockery and 
glassware, cutlery, farm implements, 
flashlights, fishing tackle, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys and games and 
washing machines. Catalogs requested. 


MINDEN, NEs.—The hardware stock 
of L. C. Larson was recently damaged 
by fire. 


WEST NEw YoRK, N. J.—William J. 
Hogan, 632 Bergenline Avenue, who 
recently suffered a fire loss, requests 
catalogs on a general line of hardware, 
tools and housefurnishings. 


ASHEVILLE, N. C.—The Northup- 
McDuffie Hardware Co., doing both a 
wholesale and retail business, will, 
about March 1, occupy its new store 
building, with a stock of bathroom fix- 
tures, builders’ hardware, building 
paper, churns, cutlery, dairy supplies, 
dynamite, garage hardware, gasoline 
engines, guns and ammunition, ham- 
mocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, 


kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
poultry supplies, prepared roofing, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 

KERNERSVILLE, N. C.—The stock of 
J. R. Stuart and Son was recently de- 
stroyed by fire. It is expected that 
business will be resumed within a 
month or two. Catalogs requested on 
a general line of hardware. 


CLEVELAND, OHIO.—F. J. Pekoe, Jr., 
who recently opened a hardware store 
at 14009 Kinsman Road, requests cata- 
logs on the following items: Automo- 
bile accessories, automobile tires, barn 
equipment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
crockery and glassware, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, guns and ammunition, 
heating stoves, home barbers’ supplies, 
insecticides, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, refrigera- 
tors, shelf hardware, silverware, sport- 
ing goods, stoves and ranges, tin shop, 
toys and games, washing machines and 
wheel toys. 

MARION, OHIO.—The name of the 
Ammann Hardware Co. has_ been 
changed to Scribner and Van Atta. C. 
E. Scribner and Arthur A. Van Atta 
are the owners. 


SOMERSET, PA.—Geo. S. Miller, 11 
West Main Street, is discontinuing 
business. 

GUNTER, TEx.—O. L. Bailey & Sons 
have moved their stock of hardware 
from Tioga. 


SouTH BEND, TEx.—J. C. Rentz has 
taken over the stock of the Young 
County Hardware & Furniture Co., 
consisting of automobile accessories, 
automobile tires, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, electrical household 
specialties, flashlights, fishing tackle, 
guns and ammunition, heating stoves, 
home barbers’ supplies, kitchen house- 
furnishings, linoleum and oil cloth, 
mechanics’ tools, prepared roofing, re- 
frigerators, sewing machines, shelf 
hardware, sporting goods, stoves and 
ranges, toys and games, washing ma- 
chines and wheel toys. 


KENOSHA, WIS.—The Dewey Hard- 
ware Co., 210 Park Street, has been in- 
corporated with a capital of $40,000, 
to conduct both a wholesale and retail 
business in the following: Bathroom 
fixtures, belting and packing, builders’ 
hardware, building paper, churns, 
crockery and glassware, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, heavy hardware, 
home barbers’ supplies, kitchen house- 
furnishings, mechanics’ tools, prepared 
roofing, pumps, shelf hardware, silver- 
ware, sporting goods and wheel toys. 
Catalogs requested. 


RupotPH, Wis.—The stock of Fred- 
erick Piltz has been damaged by fire. 





